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The Prudential Insurance plains of America 


HOME OFFICE 
NEWARE. N. J. 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW JERSEY 








WE DON’T INSURE | 


WOMEN 
FARMERS 
MECHANICS 


We Do Insure 


Business & Professional Men 
AT COST 











First and largest organization writing Preferred risks 
upon same basis as the Traveling Men’s Associations. 





LINE UP WITH US 


Penn., Calif., Texas, Ia., Ill., Ark., Wyo., Utah, Ky., N.H., 
Kans., Ind., Mo., Minn., Mich., Neb., S. D., N. D., Colo., 
Okla., Wisc., Tenn. 


INTERSTATE BUSINESS MEN'S 
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FAMOUS FOR FAIR DEALING 





- AMERICA FORE” 


‘“We have not written and will not write business... . 
over the heads of the local agents, and if we take any 
business the local agent will be credited with the com- 
mission.” 
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FIDELITY - PHENIX 


Fire Insurance Co. 
of New York 
Cash Capital - - - - + $2,500,000.00 


HENRY EVANS, President 
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CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $53,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 





THE TRAVELERS 
INSURANCE INDEMNITY 
COMPANY COMPANY 


HARTFORD, CONNECTICUT 
MULTIPLE LINES—MULTIPLE SALES 


All men are prospects for several lines of insurance. The 
agent or broker who can supply the multiple needs of the public 
ee, the broadest and most remunerative field for his 
effort. é 


Life, Accident and Health, Compensation and Liability, 
Group, Automobile, Steam Boiler, Engine, Plate Glass, Bur- 
glary Insurance. 


We offer direct contracts to reliable men affording them a 
broad opportunity to increase their income and make certain 
of their future. 


. Travelers policies guarantee satisfaction to both seller and 
uyer. 























WISE AGENTS PUSH 


“AUTOMOBILE 
CASUALTY INSURANCE”’ 


WE ALSO WRITE 


Fidelity and Surety Bonds 
Plate Glass and Burglary Insurance 


J. C. O.MORSE 
President 


WICHITA, KANSAS 
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‘“‘Conservative but Aggressive’’ 





The Fireman’s Fund 
is in the front rank 
in fire, marine and 
automobile insurance. 

















PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec. 31, 1919, over $7,500,000.00 
Insurance issued during 1919, over $26,000,000.00 
Insurance in force Dec. 31, 1919, over $70,000,000.00 


The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
the Pan-American does not seek to employ agents of other 
companies, but by interesting men of intelligence, character 
and clean record, instructing them by correspondence, and as- 
sisting them in the active co-operation of specially trained men, 
it has built up a field organization that is prosperous and con- 
tented. 

What these agents are doing, you can do, if you have the 
Will—the Pan-American Way is oper to you. 


Address: E. G. Simmons, Vice-President and General 
Manager, New Orleans, La. 











A Progressive SURETY and CASUALTY Company 
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THE SPECTATOR 


THE Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
four dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
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Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 


Charles H, Nicoll 
Vice-President 
Robert W. Blake 
Treasurer 
Sholto D. Kirk Fred B. Humphrey 
Assistant Treasurer Assistant Secretary 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT ; 
Insurance Exchange, Chicago. Telephone, Wabash 531 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
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AGRICOLA IN MISERIA 
Oe ce illnesses may make 


monsters of the meekest of us; 








but, fortunately, the illness being tem- 
porary, so is the monster.” Thus writes 
Winifred Kirkland alluding to the effects 
of minor ills, such, for instance, as tooth- 
ache, in her delightful personal essays. 
The psychology of the effect of the lesser 
ailments on the integrity of the individ- 
ual might be expanded to apply in a 
social way to the farmers 
cently have loudly proclaimed 
troubles to the Secretary of the Treasury. 
The farmers demand that the Govern- 
ment lend them money to enable them to 
hold their crops for the future, in other 
words to help them keep up prices in a 
falling market. 

What we cannot see is how any atti- 
ficial boost now is going to help matters. 


who so re- 
their 


Business houses of all kinds, publishers 
not the least, have had to bear their share 
of losses and have not been able to bor- 
row in order to hold back their products 
from the market and thus protect them- 
selves from such immediate loss, only to 


postpone for a time a much greater and 


more calamitous situation. 

So now in the face of steady and 
systematic deflation brought about by 
regular price declines rather than by sud- 
den falls accompanied by panic, the 
farmer cries in agony for special conces- 
sions, even asking the Government. to 
float more popular loans to help him out. 
lle does not want to meet the average 
market, yet he knows that every other 
business must do so. Economically the 
plan of the farmers is absolutely un- 
sound. Storing goods and thus creating 
a shortage of needed supplies does not 


predicate a corresponding increase in 
Withholding part of 
the crops here will only mean that more 


economic demand. 


extensive planting will be undertaken 
elsewhere. 

But the farmer is sick now, with a more 
or less mild ill, and he is rebelling under 
the temporary pain. 

Why should not the publisher or any 
other line which has lost money during the 
war not receive the same financial sup- 
port from the Government as the farmer. 


record of tatalities 


A TERRIBLE 

and casualties has been prepared 
by the chairman of the public safety sec- 
tion of the National Safety Council, C. 
M. Talbert of St. Louis, and it was pre- 
sented at the recent meeting of the Ameri- 


Au- 


tomobile fatalities, according to this re- 


can Electric Railways Association. 


port, have grown from nine per mil- 
lion of population in 1906 to one hundred 
per million in 1919, with a prediction that 
the rate in 1920 will be one hundred and 
ten per million, making one death in 
every thirty-one minutes of the sixteen 
The total of 
245 
per million in 1906 to 253 in 1919, while 


waking hours of the day. 
vehicular accidents increased from 
all other forms of accidents are reported 
as having decreased about eighteen per 
cent. With the daily papers reporting 
several fatalities every day in a city like 
New York, it is plain that some action 
must be taken which will control reckless 
drivers, although it must be admitted that 
the pedestrians in the large cities take 
unnecessary chances, and seem to become 
calloused to the ever-present danger from 
Only 


greater care on the part of both drivers 


automobiles and other vehicles. 
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Editorial 





and pedestrians can successfully combat 
increasing mortality from vehicular acci- 
dents. 


IRE insurance companies are taking 
cognizance of the increasing moral 
hazard in connection with various classes 
of establishments which are engaged in 
businesses in which there have been seri- 
ous price reductions. There have been 
several cases of arson of late, in some of 
which the firemen arrived in time to 
discover the means adopted for the quick 
spread of the fire. In one instance a 
number of balloons filled with gasoline 
had been suspended from a ceiling, but 
the prompt arrival of the firemen and 
the extinguishment of the fire permitted 
the discovery of this directly incriminat- 
With the prices of various 
commodities seriously reduced, and with 


ing evidence. 


cancellations of orders being received, 
without opportunity for resale of goods 
except at large price concessions, there is 
created a temptation to convert goods into 
money by means of fire insurance. If 
the companies are to avoid unduly heavy 
losses, they must use great care and judg- 
ment in relation to lines already on their 
books, as well as in connection with new 
writings. 


ARELESSNESS has been found to 

be the cause of most fires—careless- 
ness in the home—and the only remedy 
is that employed in most European muni- 
cipalities. This remedy consists in laws 
that make such carelessness punishable 
with heavy fines and often with imprison- 
ment. Investigations are held and the 
responsibility is placed where it belongs. 
Not only is the guilty person liable for 
his own loss, but is also liable for any 
losses sustained by his neighbor by such 
The best proof of the effectiveness 
of this method is the fact that while the 


fire. 


per capita loss in the United States and 
Canada is $3 a year, in Europe it is 
thirty-two cents. 


Joseph Gladstone, the New York broker, has 
founded a monthly bulletin entitled “The Pro- 
tectorate,” devoted to the protection of his 
clients’ insurance interests. All lines of cover 
come within its scope and a question and an- 
swer department will help in the solution of 
knotty insurance problems. The bulletin is 
attractively printed in red and black and pre- 
sents in diagram form what there is to know 
about insurance. 
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NEW YORK SURVEYS 

The New Hand Book.—The new Hand 
Book of the Fire Insurance Exchange will be 
distributed the present week, having been de- 
layed for some time because of the necessary 
revision of many clauses. The previous edition 
of the xchange Hand Book is now ten years 
old. The new Hand Book is of the loose-leat 
variety, and will thus admit of perpetual use 
by the reprinting of the leaf or leaves necessary 
in making changes. The changes in the new 
Hand Book are elective from October first, 
but mandatory from January I, 1921. 

A Unique Fire Cause.—The oil engine is 
used once in a while to take care of a peak 
lead, which the apparatus in the power house 
cannot now care for. It is started by using a 
generator as a motor and the engine is supposed 
to start on the first revolution by compression. 
It does not always start on the first revolution, 
and finely divided fuel oil particles are blown 
out through the exhaust and settle on the roof 
of the building. The roof was in this condi- 
tion at the time of the fire, and when the engine 
was started sparks ignited the oil which had 
collected in the muffler and fire spread to the 
oil on the roof, which oil was practically con- 
sumed before the fire was extinguished. 

Insurance Funds and Real Estate Loans. 
—One need not have worn out a bit of shoe 
leather to interview any company manager as to 
his attitude in regard to the proposed legisla- 
tion compelling a certain percentage of insur- 
ance assets to be placed in mortgage loans. The 
history of all such legislation from the man- 
agers’ standpoint has but one story to tell us, 
and that is that they have always opposed the 
State’s specifying the exact form which an in- 
vestment should take. The general lines which 
are marked out for the companies are the 
most that they believe in, and, frankly, are 
the most. that should be adopted. It is well 
known, of course, that in some instances where 
this has been done in an excessive manner 
the companies have withdrawn from the State 
rather than submit. So far as the fire insurance 
companies are concerned, it should be pointed 
out that twenty per cent of their assets invested 
in real estate would be a comparatively smail 
amount for any one community—certainly no 
one State or city could compel them to invest 
the whole twenty per cent there, but each State 
would insist on its share, and it would be but a 
small amount for any locality when spread 
around in that way. 

Insurance Society Gets $4,769.50.—The 
Insurance Society has received a check for 
$4,769.50, representing the generous gift 
provided by the late G. W. Babb. The be- 
quest is five thousand dollars, but*it is sub- 
ject, because the society is not an incorpo- 
rated body, to a certain reduction by the 


State, and so the amount due falls just a 
little short of the five thousand. However, it 
is the first substantial gift of this kind that 
has been made to the society, and is, we be- 
lieve, one of the three similar gifts that 
have been made in the United States. The 
officers and executive committee have 
voted to invest the principal in funds per- 
missible to savings banks and trustees. 

H. P. Moore to Address Insurance So- 
ciety.—The Insurance Society of New York 
will hold a dinner and meeting at the Hotel 
Astor on October 26, at which Howard P. 
Moore, general manager of the American 
Foreign Insurance Association, will give 
“A Talk on Insurance Conditions in For- 
eign Countries.” In his address he will 
cover New Zealand, Australia, the Philip- 
pine Islands, Japan, Corea, China, Indo- 
China, Java, India, Egypt, Italy and France. 
The occasion promises to be a most in- 
teresting event. 

Insurance Institute to Meet.—The twelfth 
annual conference of the Insurance Insti- 
tute of America is to be held in New York 
on October 26. President Frederick Rich- 
ardson and the delegates to the conference 
will be the guests of the Insurance Society 
of New York at the dinner and meeting of 
that evening. 


PHILADELPHIA NOTES 


Benjamin Auerbach a Visitor.—Benjamin 
Auerbach of Herrick & Auerbach, promi- 
nent insurance firm in Chicago, was a 
Philadelphia visitor last week, calling 
notably on the Peoples National and Lum- 
bermens insurance companies. Mr. Auer- 
bach’s firm represents both these companies 
as managers in the Middle West. 

Exceeding the Speed Limit.—One of 
Walnut street’s prominent young insurance 
men who drives a nice, light blue Chandler 
car, was “pinched” last Saturday for speed- 
ing. John is always such a speeder when 
it comes to getting business for the office 
he manages that a little thing like getting 
over the ground too quickly to suit the 
authorities is a matter of small moment. 

Pittsburgh Fire Announcement.—f’. S. 
Tewksbury, vice-president of the Pitts- 
burgh Fire, was in Philadelphia last week, 
at which time he announced the withdrawal 
of his company as a constituent member 
of the Pennsylvania Underwriters of Sun- 
bury. It was not learned if the North 
Branch and City would continue the under- 
writers after November first, at which time 
the Pittsburgh withdraws. 

Bankers Fire Has Running Mate.—The 
Bankers Automobile Insurance Company 
was licensed to do business in Pennsylvania 
last week. No announcement of its Phila- 


4 


delphia representative has been made, but is 
expected at most any time. It will operate 
here as a running mate to the Bankers Fire 
of Nebraska, which company will doubt 
less assume the fire end of the combination 
auto policy, which it contemplates issuing. 

Philadelphia Business Dull.—Last week 
found business here rather dull. With a 
number of company officials attending 
meetings in other cities and agents and 
brokers to some extent doing likewise, tlic 
usual activity in official lines felt the effect 
Little new business was being offered. (j{ 
course the usual high-valued risks were go- 
ing their weekly rounds. The broker 
placing one large department store stated 
that he was about four hundred thousand 
short on his use and occupancy cover, but 
had the building and stock overplaced. A 
large sprinklered waist manufacturing risk 
is going begging mostly for want of nerve 
upon the part of the agents. This class has 
burned consistently here, and it is surpris- 
ing how some companies continue to write 
the class in the face of the recorded expe 
rience. Brokers have a much harder time 
placing risks covering some sections down 
town because of the unusually heavy loss 
ratio, the old type of construction and the 
general condition of occupancy. One large 
furniture warehouse, a very good risk of 
its class, could not get sufficient insurance 
covered because of a sort of “ice-bound” 
condition in the pedal extremities of a great 
many counter men. It is strange how these 
daily fires in Philadelphia, which have made 
things so hot, have such tendency to freeze 
the counterman’s feet. But everybody here 
is hoping for an improved condition in the 
loss situation soon. 

Appoints Second Agency.—The Metro- 
politan Hibernia Fire Insurance Company of 
Chicago has appointed the Triangle Insurance 
Agency, Inc., of South Fourth street, as second 
agents in Philadelphia. 


BOSTON AND VICINITY 


Boston Board Committee.—William |!. 
Rogers, John J. Cornish, George O. Russell, 
John Paulding Meade and Arthur W. Hollis 
comprise the committee selected to nomi- 
nate officers at the annual mecting of th¢ 
Boston board, to be held November 9. 

Nebraska Company Comes East.—T'lic 
Omaha Liberty Fire of Omaha, Neb., has 
entered Massachusetts with R. S. Hoffman 
& Co. named as Boston agents. It. will 
write fire and tornado business. 

Two New Agency Firms.—Two new it 
surance agency firms have. been established 
in Boston during the past week. Watts & 
Hussey, composed of Frederick L. Watts, 


formerly of Field & Cowles, and Walter L. 
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Hlussey, also of Field & Cowles, in its ma- 
rine department, will do a general insur- 
ance and brokerage business, principally 
marine. Charles M. Rogers and Walter B. 
Hlatheld have begun 
under the style of Rogers & Hatfield, as 
general agents for the Columbian National 
Life in its accident department. The ap- 
pointment to the agency does not. affect the 
company’s present local agencies in the 
home-office building. Both are skilled in- 
surance men, the former having had expe- 
rience with the Travelers and Connecticut 
General. 


business together 


J. T. Horan Resigns.—John T. Horan has 
resigned as assistant to Z. W. Bauer, spe- 
cial agent of the Liverpool and London and 
Globe, to become special agent for the Con- 
tinental for Western Massachusetts, with 
headquarters at Hartford. 


Insurance Lawyer Dead—Fred W. 
Brown, perhaps the best-known attorney in 
Massachusetts in ‘connection with fire in- 
surance litigation, died last week, aged 53. 
Mr. Brown made it a point to represent the 
insurance side in all controversies, and fre- 
quently declined cases inimical to what he 
considered legitimate company interests. 
A standing tribute to his memory was given 
at the regular meeting of the Boston board. 


“ 


CHICAGO AND THE WEST 


Chicago Board Meeting.—The 
quarterly meeting of the Chicago Board of 
Underwriters was held last week. The fol- 
lowing were elected members of the execu- 
tive committee: W. A. Chapman, J. I. 
Naghten, J. R. Wilbur, P. B. Hosmer and 
A. I. Wolff. 


J. J. Purcell Elected Member of the Chi- 
cago Board.—J. J. Purcell, general agent 
for the Federal and the Sterling, has been 
elected a member of Class 1 of the Chicago 
board. 


regular 


Hail Association to Meet.—The annual 
meeting of the Western Hail Association 
will be held in Chicago on November 17. 


Changes in Western Union Committee.— 
President Tuttle of the Western Union an- 
nounces the following appointments: Arbi- 
tration: W. B. Flickinger, J. M. Thomas 
and EK. W. West. Grievance: D. E. Mon- 
roe. Fire protection engineering: Dugan & 


Carr. Bulletin: Charles Lyman Case. Pub- - 


licity: W. A. Chapman. Maps: Archibald 
Kemp. Members: J. J. Purcell. Patrol: J. 
M. Thomas. Traction: W. A. Chapman. 
Use and occupancy form schedules: W. B. 
llickinger. Uniform forms: Geo. W. Law. 
A. F Dean and A. W. Perry 


Tornado: 


Insurance Study Courses.—The institute 
work conducted in Chicago under the 
auspices of the Insurance Club was begun 
this week. G. C. Whipple, assistant gen- 
eral agent of the Union of Canton, delivered 
lecture, his being 


the opening subject 


“Principles and History of Underwriting.” 
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W. E. MILLER WESTERN MANAGER 


Westchester Fire Appoints Successor to 
Sigfried Schwarz 

President Otto E. Shaeffer of the West- 
chester Fire has announced the appointment 
of Walter E. Miller of Chicago as manager of 
the Western department of the company. Mr. 
Miller succeeds Sigfried Schwarz, who has 
been retired on pension after long service. 

Mr. Miller is a well known Western insur- 
ance executive. He was recently in the Chi- 
cago office of Marsh & McLennan, previous 
to which he was assistant Western manager 
of the Great American. He was at one time a 
State agent in Illinois and has a number of 
years of field experience to his credit. 


Fire Insurance Courses 

The Insurance Institute of America will co 1- 
duct fire insurance courses in New York on 
Mondays, Tuesdays and Thursdays from No- 
vember 8 to April 5. 
are to be held on Mondays, the Intermediate on 
Tuesdays, and the Senior on Thursdays. Among 
the lecturers are the following: Edward R. 
Hardy, T. C. B. Snell, Owen A. Marrin, Geo. 
S. Jamison, James D. Waite, Clinton M. Cary, 
George FE. Lewis, S. H. Quackenbush, Robert I. 
Watson, William F. Barton, John H. Mears, 
J. F. Forsyth, C. D. Sheffe, William B. White, 
John E. Curtis, Percy FE. Brown, Charles E. 
Case, Carroll L. DeWitt, Edward P. Borne, 
J. F. Dargan, Jr., Edward W. Dart and Samuel 
Deutchberger. 

Similar courses have been arranged for under 


The Junior year sessions 


the auspices of the Insurance Club of Chicago. 
The Junior fire course classes will be held on 
Tuesdays, the Intermediate fire course on Tues- 
days, and the Senior fire course on Thursdays. 
while the first-year casualty course will be held 
on alternate Thursdays. 


William G. Whilden Dead 

William G. Whilden, formerly president of 
the New Jersey Fire and an active insurance 
man for many years, died in the Volunteer 
Hospital in New York last week. Mr. Whilden 
was taken ill suddenly and he failed to rally 
from the immediate operation which was found 
necessary. His funeral was held last Friday. 

License Revoked in Ohio 

The license of Johnson & Higgins to act as 
brokers in Ohio has been cancelled by the 
Superintendent of Insurance as of October 5, 
1920. They were charged with violation of 
the insurance laws. It is understood that they 
will appeal to the courts. 

Hartford to Write Rain Insurance 

The Hartford Fire announces the addition 
of rain insurance to its lines. Policies will 
be operative with a fall of 0.2 of an inch of 
rain in a day. The premiums will range from 
ten to fifteen per cent, according to the loca- 
tion of the risk. 

State Agent Twenty-five Years 

A testimonial dinner was given recently in 

Des Moines by town field men and managers 
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in honor of Bayard T. Hough, who last month 
completed twenty-five years as State agent for 
Iowa for the Hartford Fire. His associates 
foregathered to the number of sixty and the 
presentation was made of an unusually fine 
gold watch. George R. Crosley made the pre- 
sentation speech. 


COMPANY SUES AGENT 
Soliciting Policyholders After Ceasing to be 
Employee Charged 

Albert Wesley Woodard of Vancouver, B. 
C., is the defendant in the Supreme Court in 
a suit brought against him for general and 
specific damages amounting to $13,727. The 
Canada National Fire of Winnipeg is the 
plaintiff. 

The defendant, it is stated, agreed in writ- 
ing that if he left its employ he would neither 
solicit business from the patrons of the com- 
pany nor in anyway interfere with the com- 
pany’s business or twist policies in force. De- 
fendant left the service of the company in 
January, 1919, and plaintiff charges that since 
that time he has so efficiently canvassed the 
company’s policyholders that the result is a 
premium loss of over $5600 to the Canada 
National Fire. The loss ratio of the plaintiff 
company during the year 1919 was thirty-one 
per cent, the commission payable upon the 
premiums, twenty-five per cent, leaving a gross 
profit of forty-four per cent. 

The general damages claimed are $10,000 
and $2,466.12 which would have been a profit 
for the company on the premiums which the 
defendant diverted to other companies. An- 
other sum of $1221 is sought for collections 
claimed to be due. 

This case is being watched with great in- 
terest by fire company executives, as the re- 
sult will stand as a precedent and guide for 
hoth principals and agents. 


New Actuary of Texas Department 

C. P. Rockwell has been appointed actuary of 
the Texas Department of Insurance and Bank- 
ing, in which capacity he has been serving since 
July 1. He came to the Department last Oc- 
tober as Assistant Actuary, after having been 
connected for two years with the New York 
Life Insurance Company. Mr, Rockwell suc- 
ceeds J. L. Mims, who has joined the United 
States Fidelity Life of Dallas, Tex. Mr. Mims, 
formerly actuary of the Western Union Life, 
went with the Texas Department of Insurance 
and Banking about two years ago. 


Up-to-the-Minute Quotations of Leading 
Securities in Their Class 

The list of stock quotations of fire, casualty 
and surety companies printed herewith gives 
quotations corrected to yesterday (October 20) 
noon. With the exception of American Surety. 
which rose three points, the quotations show- 
ing a change within the last week are now on 
a slightly lower level. Among those showing 
a falling off are National Surety, Title Guar- 
antee and Trust, and Great American, each of 
which dropped about five points, 

The quotations as printed are furnished to 
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Opportunty Ls “Fust Plain Flome Folk 





That intangible and mysterious thing called Opportunity, 
about which so many essays have been written, so many 
sermons preached and sO many poems inspired, is not a 
stranger who comes and knocks at our door in disguise or 
that suddenly awakens us from our sleep to bring good 
tidings. 


The goal you set as the model by which you work the 
present is the clay with which you are ever working—— 
moulding your tomorrow by your deeds of today— 


You are, after all, the sculptor of your own existence. 


You can’t remodel the past—the future is only yours to 
anticipate—NOW is your time! h 


Men of character and ability are invited to communicate n 
with: t! 


MISSOURI STATE LIFE INSURANCE COMPANY : 
M. E. SINGLETON, President cl 
HOME OFFICE: SAINT LOUIS : 
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New 


for some years made a specialty of dealings in this class of securities. 


New York and Hartford Casualty and Surety Stocks 


Canital 
(000 Omitted) Bid 


tna Casuaity and Surety........ 2,000 130 
Se a Sa eee are rr 5,000 550 
METICAT SUECEY acs 66.6:0:5.0. 5:6 0'e.00 500 9,000 71 
Bond and Mortgage Guar.......... 0,000 212 
Fidelity amd Casualty: . occ. cc ecu. 000 ou 
Great Eastern Casualty........... 350 100 
Ilartford Steam Boiler............ 1,000 0 
Home Sitle. Tes. (Go. «ecc ssa ecco wei 600 Is0 
Lawyers: MOMGAge | 6.0cis. cece an oe v0 6,000 112 
Lawyers. Iutle and Frust.....,.... 4,000 130 
lawyers Westchester M’. and T.. 400 80 
Metropolitan Casualty ....0c.c00<s. 200 150 
National S@tety: <6 nsisusieesic nc-0%s 5,000 200 
New Amsterdam Casualty......... 71,250 20 
New York Plate ‘Glass. s.i26.....5 *300 100 
New York Title and Mortgage..... 3,000 110 
Pretetred: ACCient: ..0<<s0p.0.0060 6 700 190 
‘Petle: Guat. and) Brat... . Ossie cone cs 6,000 300 
SVE a cia day cna wanes ow ore er 6,000 580 
United States Casualty .........05 «0: 500 150 
\'nited States Title Guaranty...... 625 75 
Westchester Title and M.......... 500 155 
Par $50. + Par $25. New stock. A, 2 per cent 


1919. F, 1 


bh, 1 per cent extra January 1, 
) per cent extra February 9, 1916. 


Adjustments Must Be More Prompt 

Fire insurance companies operating in 
Kansas must make more prompt adjustments 
of small losses or the State Department pro- 
poses to order a change in the inventory rule. 
At the present time if there is a business loss 
which ‘does not exceed two per cent of the in- 
ventory then the owner may open his store 
and continue in business. But if the loss ex- 
ceeds the two per cent he must remain closed 
until the adjusters get around to settle the 
loss. 

A considerable number of complaints of 
slow adjustments of losses have come to the 
department recently. Some complaints assert 
that the merchant has had to remain closed for 
more than two weeks waiting for the adjusters 
to appear and complete their work. 

The Insurance Department has sent a letter 
to W. C. Hodges, manager of the inspection 
bureau, directing him to notify the companies 
that provision must be made for more prompt 
adjustments. Unless this is done the depart- 
ment proposes that it will allow a week for 
adjustment and if no effort has been made at 
that time that the percentage under the in- 
ventory clause shall be raised to five per cent 
and if the loss does not exceed this the mer- 

hant may open his store and continue in 
business. In the recent complaints the mer- 
chants have asserted that they lost more busi- 
ness by being forced to close for such long 
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R, 1 per cent extra July 1, 
All the above stocks have a par value of $100 except as otherwise noted. 


1920. 


periods than they would receive in the pay- 
ment of their losses. 


Illinois Bureau Increases Service 

The Illinois Inspection Bureau has added a 
new and unique service to its regular work of 
inspecting and rating risks in that State. It 
will furnish complete information on special 
risks such as is given to the companies and in 
addition furnish information as to proper 
methods of reducing rates by effecting certain 
The bureau only guarantees to such 
reductions provided the changes are made 
within 120 days. Not only this, but the bureau 
agrees to confer with the architects of the 
assured when changes are to be made, and to 
make recommendations tending to keep down 


changes. 


the rates. 


H. Junker Pacific Coast Manager 

H. Junker has been appointed to succeed the 
late W. W. Alverson as Pacific coast manager 
of the Crum & Forster companies. The United 
States Fire, North River, Richmond and New 
Brunswick companies are under the new man- 
agement. 

Mr. Junker was sent to the 
from the New York office about two years ago 
Mr. Alverson. The underwriting 


Pacific coast 


to assist 


policy of the companies will remain unchanged, 


York and Hartford Fire 


cent extra February and August; 1 per cent extra May 
All the above stocks have a par value of $100 except as otherwise noted. 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Secretary and Gen’l Mor. 
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Capital Market Oct. 6, ’20 


(000 Omitted) Bid Asked Dividend Rate 

AZtna Insurance Company......... 5,000 170 {80 24 0] 

American: AMMAMCE \ 61665 nee ccee aks 1,000 275 285 16 O&J 15 

Assurance Company of America.... 200 95 evans 714 F&A 

Bankers and Shippers............. 1,000 225 2500  “Cenacaae 

City OF NCW NORM ae isdxc ceencacKs 1,000 200 210 10 JX) 

Asked Dividend Rate COMMMOMIAE a So dented teas 710,000 68 70 20 J&J 7 
150 PO} COMMONWEBINE « o-6:ci <:aiscs.wsiaciaic en's 5,000 300 295 20 MKS 
575 1hON Sex. PIC@hty- ENCOUN «5 avveracesenns omens 2,500 D5 525 30 J&) 
ie A100] DFANRIE) sodwagcutcelecuadnascascm 1,000 $3 88 20 J&I 
218 16 OF 15 Oletse BANS canes was canine cteeues 1,000 18 52 24 O} 
110 240] Glabe and. (NUtgees sacs ao:0.0 scieresices 700 1,200 wien A 60 QJ 31 
125 =e CoFCAE “AMICEICEN  o oio-o:6.0:0:015 0.0 co's = <s 10,000 273 283 16 QI 
26() 10 Ol RAM ONGI Socras-c o's eleterai tg Gale eis @ raceus 1,000 85 95 10 QJ 
90) 120] PEARUIGE PERC so ors: ca dadetitisie hse oe $,000 585 600 30 QO) 
117 10 OF REGU ts > 2 Sis gorda dkaatndawiaw eeieares 6,000 565 580 25 J&I 
136 a Merchants Fire, common.......... 300 450 550 24 OF 
100 1 T&) Merchants Fire, preferred......... 100 100 110 7 OF 
Loe 10 T&T National “LIDGtt ys <5. < wos 6 ar ne aos 1,000 175 185 C 20 J&) 
D006 12 OJ NAMGNAN BIRGh oo soon srccheee Gees 2,000 $88 4933 20 OJ 
30) 12°) TELE CE REO eee crorerine rrr ee “1,000 133 38 D 20 J&I 
110 20 QI NGM ANGie e cacrscteaveclecvaccas *2,000 35 40 10 A&O 
118 F&OT Northern COMES HEde Ree ee nas see ewes 590 102 were 7 J&J 
520 B24 Mo ig Uh Er Pree reer renr rore +400 45 60 10 J&I 
210 J 200M Phoenix ott e eee cece esses eeeseeree 3,000 480 195 24 OX) 
600 16 O] SHaNGAGG (Pile cccetis pe twence eee *500 85 & zneeerae 
160 C10 07 SUG ere ero cP eere cre 700 50 75 6 T&] 
Q5 6 T&D 15 Eee SINR bad. ds ac a birecein seca *1,400 45 50 $2 F&.\ 
163 “10 T&] WeeSteNestee 2 s0.25 eaeowlanceuneaes £1,000 33 36 E 20 OF 
* Par $50. + Par $25. Par $10. Par $20. A, 9 per cent January 31; 10 

extra December 31, 1919. per cent April 30; 12 per cent July 31; 15 per cent September 30, 1918. C, 2% 
per cent extra January: 2, 1920. C, per cent extra January, 1920. D, 5 per cent extra January, 1919. E, 1% per 


and November. 


S. T. COLLINS TO RETIRE 


Western Manager of Providence-Washing- 
ton in Poor Health 


S. T. Collins, manager of the Western de- 
partment of the Providence-Washington, will 
retire about the first of the year owing to poor 
health, according to an announcement by C. D. 
Damlop, vice-president of the company. 

Mr. Collins took a four months’ vacation this 
year in an attempt to recuperate, but finds that 
his health is still impaired. He has served his 
company so well that the officers are ‘still 
anxious to give him every opportunity to re- 
cover and if possible to retain his services. 


Paul E. Rasor Appointed by City Equitable 

Paul E, Rasor has been appointed United 
States manager of the City Equitable Insurance 
Company Limited of London. The company 
was recently admitted to the United States and 
has placed the deposit required in this State 
with the Central Union Trust Company. It 
expects to commence active business about the 
first of the year. 

The company was admitted to carry out re- 
insurance arrangements with the North British 
Mercantile and Cecil F. Shallcross was 
Mr. Rasor is an experi- 


and 
temporary manager. 
enced reinsurance manager. 

been licensed 


than forty have 


to do business in Ohio. 


-More companies 


since January 1 
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When the danger signal rings, the one who escapes injury is he 
who obeys the injunction to “‘Stop—Look—Listen.”’ 


This is surely the time for the Life Insurance Companies and other 


STOP : investors to hearken to that command. 


To preserve and perpetuate the safety and integrity of these great 
institutions, it is the supreme duty of the managers to place their 
surplus funds where absolute safety is assured. 


Some of the leading Old Line Life Insurance Companies have 
already during the recent critical years given preference to 


FARM MORTGAGES 


until today the Life Insurance Companies own about one-fourth 
of the entire output of farm mortgages in the country. 


LOOK! 


During the war—during the great financial panics—during every 
‘ acute industrial depression, the farm mortgage has proven itself 
LISTEN ° the O N E dependable security which has always been worth par. 


Why invest in anything else? 


We have sold farm mortgages for 36 years to some of the most 
conservative life insurance companies, holders of trust funds and 
discriminating private investors. 


Our superior service means your full protection. 


Send for booklet. 


THE F. B. COLLINS INVESTMENT COMPANY 


Paid Up Capital $500,000 Surplus $50,000 
OKLAHOMA CITY, OKLAHOMA 


Sales Office: 727 Monadnock Block, Chicago 
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NATIONAL ASSOCIATION OF 
INSURANCE AGENTS 


Twenty-fifth Annual Meeting Begun 
at Des Moines 


FRED J. COX OUTLINES ACTIVITIES 


Close to Five Hundred Members Present 
at Get-Together Dinner 
(Special Dispatch to THE Spectator) 

Des Moines, Oct. 20—The day before the 
official opening date of the National Associa- 
tion of Insurance Agents was marked by a 
pronounced bustle and congestion due to the 
arrival of an unusually large number of early 
comers. Before dinner over eight hundred 
were registered and nearly five hundred tickets 
to the get-together dinner had been sold. The 
only events of importance during the day were 
the meetings of the executive and other sub- 
sidiary committees. The occasion is notable as 
being the twenty-fifth annual meeting of the 
association. 

During the morning the Iowa State Asso- 
ciation held a separate meeting at the Fort 


Des Moines hotel. The get-together dinner 
was held at the Fort Des Moines hotel at 
8 P. M., on Tuesday. Dean Holmes Com- 


per, a war song leader, directed community 
singing throughout the evening and a high- 
class program of singing, dancing and vaude- 
ville entertainment was presented. 

President Fred J. Cox expressed his appre- 
ciation of P. J. Clancy’s efforts in his prepa- 
ration for the reception of the visiting mem- 
hers. The first speaker was George D. Mark- 
ham of St. Louis. Other speakers were F. 
Guenther of Detroit, C. F. Hildreth of Free- 
port, Tll., a former president of the association ; 
Mr. Neale of Ohio, and F. W. Offenhauser of 
Texas. E. M. Allen of Helena, Ark., reiterated 
his support for the members of the association. 

James L. Case of Norwich, Conn., was the 
last speaker. Mr. Case outlined the activities 
of the association for the past twenty-five 
years. He urged his hearers to think to-night 
not of the future, but of the past, and give all 
the honor possible to those who have built up 
the association to its present size and import- 
ance in the life of the local agent. 

After a song entitled “Iowa,” the dinner was 
closed. Among those most prominent who 
were present at the dinner were Edson S. Lott, 
president, and J. J Meador, assistant secretary 
United States Casualty; C. L. Case, president, 
and O. B. Ryon, general counsel, National 


Board of Fire Underwriters; Cecil F. Shall- 
cross, United States manager, C. E. Case, 


assistant United States manager, R. P, Bar- 
hour, secretary, and C. S. S. Miller, all of the 
North British and Mercantile; E. C. Stokes, 
United States manager of the Royal Exchange; 
J. F. Stafford, manager Western department 
Sun Insurance Office; John Marshall, Jr., vice- 
president of the Fireman’s Fund; A. W. Whit- 
ney, general manager National Worwman’s 
Compensation Service Bureau; E. L. Sullivan, 
advertising manager, and J. A. Campbell, 
assistant secretary of the Home; S. F. Nor- 





wood, superintendent of agents; M. A. Craig 
and W. J. McCaffrey of the Globe Indemnity, 
and Ray B. Smith of the Excelsior. 

The first regular session of the convention 
was held on Wednesday morning. 

PRESIDENT’S ADDRESS 

President Cox began his annual address by 
pointing out that for many years the National 
Association has urged the enactment of agency 
qualification laws, believing that many of the 
evils of the business and the lack of apprecia- 
tion of the insurance agent on the part of the 
public, as evidenced in part by hostile legisla- 
tion, have been due to the selection of in- 
numerable, ignorant and incompetent repre- 
sentatives who were unresponsive to the ideals 
which actuate those who regard the business 
as a profession. Continuing he said: 
from the angle of 


In approaching this problem 


eliminating undesirable side-liners by law, we were 
compelled to recognize the opposition to this theory 
which advances the indisputable right of every 


American to engage in one or many different busi- 
nesses at the 
legal. 

The National seek selfish 
legislation, restrictive of fair and honorable competi- 
tion, nor which limits the 
vidual activity in business. 


same time, provided his activities are 


Association does not 


scope of ambitious indi- 
In fact, we deplore the 
necessity of going to the legislature with any of our 
business troubles. So, for some time our policy has 
been to develop a uniform qualification law, alike for 
all States, acceptable to the Insurance Commissioners 
and to the companies, endowing the Insurance Com- 
missioner of each 
revoke 
applicants can 


State with the power to issue or 
(after 
show, by 


licenses company appointment) when 


examination 
they 


proper before 
that have the ele- 
ments of character and the knowledge of the policy 
contract to give proper protection to the assured. In 
other words, making character and knowledge of the 
contract the prime essentials for licensing the insur- 
ance agent. 


duly constituted authority, 


In furtherance of this policy we have had four 
Insurance Commissioners’ com- 
mittee during the past year; the rough draft of a 
uniform qualification law has already been completed, 
and it was submitted at the Commissioners’ conven- 


tion at Los 


conferences with the 


confer- 
ences will be held in December, and we are hopeful 
of achieving definite results. In the meantime, it is 
suggested that the various State associations with- 
hold individual attempts at legislation of this kind. 


Angeles last month. Further 


Non-AGency M'uTUALS 


need of conference 
with the National 


plete, and especially desirous of meeting the casualty 


Recognizing the 
committee circle 


making the 
Association com- 


officials to discuss the question of non-agency mutual 
competition, as a result of advances. made by us last 
February, a Conference committee was appointed by 
the National Workmens Compensation Service Bureau 
to the National Association. 

Many of our members have felt keenly the effects 
of mutual aggressions, particularly in the compensa- 
tion branch of their business, and we have sought un- 
ceasingly to find some remedy for this condition. So 
the suggested 
advisable to 


difficult was the problem and so many 
that it was felt 
subject one of the big features of the mid-year meet- 
ing at 
ualty 


solutions make this 


Richmond. Accordingly, we invited the cas- 


companies’ Conference committee and other 
casualty executives to meet with us in joint session 


at that meeting. This resulted in a frank discussion 


of the problem by a splendid representative body of 
participating in a  give-and-take, 
question-and-answer debate which was unique and of 
At the of the mid-year meeting 
the conferences committee, and 
many have been held since. 

There is no question but that the companies, with- 
out concealment, have met us frankly and recognized 
our difficulties in meeting the competition of non- 


9 


casualty officials 


benefit. conclusion 


were continued in 


agency mutuals; but we must admit that up to the 
present time no plan has~been offered on which any 
sufficient number of the committee can unite. 
convinced that there 


regard to the 


Many of our members are 


must be radical revision with 
overhead charges included in the rate on the large 
compensation Whether this revision will 
produce a new participating form of 
insurance or some other method of a sliding scale of 
overhead charges according to the size of the pre- 
mium is yet undetermined. That the agent does not 
receive sufficient profit and that the premiums are not 
high enough on the smaller risks may perhaps be con- 
ceded; on the other hand, the solution of this difficult 
risks will un- 


some 


premiums, 
compensation 


problem with regard to the larger 
doubtedly involve sacrifices on the agents’ part as well 
as the companies’. 

Your officers recognize the necessity of finding an 
answer to this problem, and the conferences with the 
casualty companies will continue. 

The Richmond meeting referred to was by far the 


held. 


most successful mid-year meeting ever The 
ateendance was more than four times that at any 
other previous between-convention conferences. The 


interest of the members in the important discussions 
that were held wis remarkable. 
CasuaLty EXPIRATIONS 


The ownership of casualty expirations is another 
principle which means a great deal to all of us. We 
have pressed this issue during the year, and that our 
point of view is becoming more and more accepted by 
the casualty companies is evidenced by the fact that 
since our last convention a number of companies have 
come out on the side of the agents in this respect. 

It is difficult for some people to forsake outworn 

attitude of one casualty 
past remarkable be- 


ideas, and the prominent 


company this winter has been 
cause it has been almost standing alone in its oppo- 
sition to conceding any rights to the agent in respect 
of his clear title to that which he has produced. The 
biblical and epigrammatical correspondence 
between Mr. Wilkinson of North 
Bland of the U. S. F. and G. has added considerably 
to the “gayety of nations’ during an otherwise dull 
period, but we are inclined to suspect that President 


eventually 


historic, 
Carolina and Mr. 


Bland’s bark is worse than his bite and 
he will be found on the side of justice. 
In this connection one of the most notable events 
of the past resolution passed at the 
Louisville convention, in which we agreed among 
ourselves that we would respect this principle and not 
take the expirations of a competing brother agent 
when offered by his withdrawing company, If every 
agent lives up to this principle the question of the 
longer be a live 


year was the 


ownership of expirations will no 
issue. 

This is applicable to every principle we enunciate. 
If we shall agree that we will not become a party to 
a violation of any of these principles then the enforce- 
ment of them lies equally in our hands as well as in 
those of Let .us practice what we 
preach 


the companies. 


Speaking on the broker vs. agent problem 
President Cox said: 

We have no fear of the honest competition of the 
big broker, because we can beat him if we are on the 
job when it to the 
but the National Association must guard against the 
of his wielded as a club 
over the head of the morally weak, premium-greedy 
company, endeavoring to stack the cards against us. 


comes to real service assured; 


power massed premiums, 


In contrast to this unfair method of doing business 
minds the 
attitude assumed by those companies who were con- 
going into the insurance 
last winter at the invitation of a New York broker 
reputation. The deal, if 
would have had a tremendous influence on reducing 


it is refreshing to call to your square 


sidering Ford motor pool 


of national consummated, 
agents’ incomes, restricting the field of agents’ activity 
and tending to revolutionize the automobile 
insurance business to its detriment. The companies 
and the broker desired to know our attitude toward 
the project. Conferences were held in which all par- 
ticipants honestly tried to do their best for their re- 
spective After careful consideration your 
officers opposed’ the scheme, and it is: reassuring to 


whole 


interests. 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


25 CHURCH STREET 
NEW YORK 


CHICAGO 
Insurance Exchange Building 


PHILADELPHIA 
1022 Lincoln Building 


NEWARK 
Firemen s Insurance Building 


Our SPECIAL SERVICE 
DEPARTMENT 


has frequently been the 
means of disclosing condi- 
tions in the detail of the 
work of Insurance Offices 
that were not known to 
exist and paving the way to 
large savings. 


Talk your problems over 
with us. An interview will 
not obligate you in any way. 


JOSEPH FROGGATT 


President 


The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy 
contracts from age 3 months next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate 
benefit from date of issue and are up-to-date in every 
respect. 

ORDINARY POLICIES contain a_ valuable 
TOTAL AND PERMANENT _ DISABILITY 
Clause and DOUBLE INDEMNITY features and 
are guaranteed by State endorsement. 








A Home Life policy brings peace of 
mind to the man who loves his family. 











P. J. CUNNINGHAM. Vice-Pres. 


BASIL S. WALSH. resident 
JOHN J. GALLAGHER, Treas. 


JOSEPH L. DURKIN, Secretary 








Independence Square Philadelphia, Pa. 
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A Wider Fieid—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL. 














The Fidelity and Casualty Company 
of New York 


92 LIBERTY STREET, NEW YORK, N. Y. 


Metropolitan Offices: 90 and 92 WILLIAM STREET 


Semi-Annual Statement, June 30, 1920 


I x6 keane ede rnksncdiessecndataverenanneeie’ $22, 322,676.73 
SN 6c va diet keawkseo sas eneperesetnen vues 48,569,766.53 
| ere eT eT eee TT eT eer TTT eT 2,000,000.00 
SURPLUS OVER ALL LIABILITIES.............. 1,552,930.20 
LOSSES PAID TO JUNE 30, 3920...............6. 75,086, 450.62 


CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines, 
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know that the companies did not go into the pool and 
that the whole plan fell through. 


FrirE PREVENTION 

During the year wonderful strides have been made 
by the National Board of Fire Underwriters in fire 
prevention work under the able leadership of Vice- 
President Sheldon Catlin, of the Insurance Company 
of North America, chairman of the board’s committee, 
and T. Alfred: Fleming, formerly Fire Marshal of 
Ohio, supervisor of conservation. Mr. Catlin asked 
us to co-operate and we have done so cordially and 
enthusiastically. Wherever Mr. Fleming has gone, 
inspiring his audiences from one end of the country 
to the other, our forces have been placed at his dis- 
posal, and they still are and will be. 

President Cox then recalled to his hearers 
the resolution passed at the Richmond meet- 
ing on the subject of bank insurance agencies. 
This resolution was as follows: 


_Whereas, There seems to be a disposition on the part 
of certain State banks to engage in the insurance 
business as agents, direct, or in the name of em- 
ployees, officers or subsidiary corporations owned 
and/or controlled by the officers and/or stockholders 
of such State banks. 

Whereas, The business of banking and that of in- 
surance are separate and distinct callings, each as 
important in its respective sphere, and in its service 
to the nation in the expanding and development of our 
industrial and commercial activities as the other. 

Whereas, The entrance of the banking interests into 
the insurance business, directly or indirectly, as com- 
petitors of the legitimate insurance agent is in oppo- 
sition to and a direct attack upon the American 
agency system, therefore be it 

Resolved, That the National Association of Insur- 
ance Agents, assembled at its mid-year meeting, held 
in Richmond, Va., March 17-18, 1920, deplores the 
fact that certain banking interests of this nation 
should so forget and abuse the time-honored principles 
and practices of banking as to engage or attempt to 
engage in the insurance business as competitors of 
the legitimate insurance agent; further be it 

Resolved, That, inasmuch as this condition exists in 
California, the National Association of Insurance 
Agents here assembled pledges moral and_ financial 
support to any and all movements and efforts tending 
to prevent the banking interests of that State and the 
Nation from engaging in the insurance business as 
agents, thus preventing the destruction of the Ameri- 
can agency system. 


Shortly afterwards, said President Cox, the 
Firemens of Newark made the unfortunate 
bank agency appointment in Louisville, with 
which all agents are familiar, an appointment 
which not only indicated a complete disregard 
of National Association opinion on this great 
issue, but which struck a sharp blow at the 
local board structure, an essential element of 
our organization. He added that had the 
Louisville board—the reputation of which as 
a credit to the insurance business in Kentucky 
is unimpeachable—been put out of business 
as a result of the activities of the Firemens 
and its associates, in this most regrettable 
affair, the power of the National Association 
in its fight for fair-play for the American 





agent would have been weakened. Continuing, 


he said: 

In the face of threatened litigation involving pos- 
sible serious punitive damages, the members of the 
Louisville board cleanly and honorably stood by each 
other and refused to change those rules under which 
their present adversaries had long prospered until 
selfish interests impelled them to desire their abro- 
gation. They raised the shield and buckler in de- 
fense of the American agency system. All honor to 
the loyal agents of Louisville! 

We regret that the National Association finds itself 
at odds with any insurance company. We believe 
in the adjustment of differences by co-operation, con- 
ciliation and conference, and have conscientiously 
lived up to this conviction. We would be unworthy 
of our traditions if we did not defend our just 
principles in the face of open attack, whether from the 
Stockholders Auxiliary Corporation of California or 
the Firemens Insurance Company of Newark. 

KiscAL AFFAIRS 

The labors of your officers since the last conven- 
tion have been tremendously augmented not only by 
the remarkable broadening of our activities due to 
the growing influence and strength of our organiza- 
tion, which to-day has the largest membership in the 
entire history of the association, but by reason of the 
abnormally increased cost of operation. All of our 
expenses are greater in common with present-day 
exigencies, but the cost of publishing The Bulletin 
alone has increased considerably over 100 per cent 
since last October. 

The change of dues adopted at Richmond from $3 
to $5 will not produce adequate revenue for our 
national needs while it continues to cost $6 per year 
per member to produce The Bulletin, which is now 
the case. The executive committee was forced to 
draw on the $28,000 power development fund to the 
extent of $14,750 these past months, but, due to the 
exceptional work of the chairman of the executive 
committee, Mr. Case, aided by our capable office 
personnel, by means of the anniversary number of 
The Bulletin, increased Bulletin advertising rates, 
new advertising from members and companies, and 
new membership fees, we have been able to replace 
all hut $2800 of this amount. 

This achievement deserves your consideration, but 
it is unfair to expect your officers to face a $100,000 
annual budget unless they know where the money is 
to come from. The financial situation brought about 
by the larger scope of our activities and chiefly the 
unusual times in which we live is the ‘“‘white man’s 
burden” of the National Association, and too much 
time given to it, as at present, detracts from the 
strength your officers have to devote to the big things 
for which the association was founded. James L. 
s entitled to your sincere 


Case of Norwich, Conn., 
appreciation for the unselfish sacrifices and splendid 
efforts he has put forth for our mutual good this last 
twelve months. 

We thank the insurance press for the generous 
publicity we have always received and for the ap- 
proval so often expressed of our National Associa- 
tion efforts. The power of the press is traditional— 
it should be and is for the most part the voice of the 


Fire Insurance 


people. That we-have so conducted our affairs as 
to receive the tribute of its belief in our sincerity of 
purpose is to us a matter of congratulation. 

Our relations with the insurance companies, both 
fire and casualty, were never so satisfactory as to-day, 
based on cordial mutual respect. During the year, 
many cases of grievance between our members and 
their companies have been adjusted through confer- 
ences without formal action of any kind. It is only 
fair to say that in nine out of every ten cases, when 
the company was in error, it has frankly admitted it 
when called to its attention and the ground for dis- 
content immediately removed. Moreover, we are 
pleased to acknowledge their constantly growing sup- 
port of our principles. 

I have traveled in many. States this year on your 
business, and everywhere has the wonderful spirit of 
loyalty to the national organization expressed itself in 
the unbounded hospitality offered your president. For 
those thoughtful courtesies to me personally, for the 
warm friendships I have made, I shall be grateful so 
long as I shall live; for the opportunity to serve such 
a cause in association with the men of high calibre 
who compose its membership, I now express to you 
my sincere appreciation. 


Fire Company Overhead Expenses 


The Texas State Fire Insurance Commission 
has asked the fire companies to prepare a 
minute analysis of their overhead expense for 
the year 1920, and to present the same in 
January next. Several weeks ago the Texas 
commission adopted a form to be used in getting 
this information and sent it to the State con- 
tract printer. A strike has been on in the plant 
since that time and all departmental work is 
many weeks, even months, in arrears. 

During the recent special session of the 
Texas Legislature several members expressed 
surprise that the overhead expense of writing 
fire insurance averages about forty per cent 
of the premium. It has been suggested that 
when the information asked for is in hand the 
commission may consider some material re- 
duction in rates, especially if 1920 proves as 
good a year as 1919 when the fire loss ratio in 
Texas went to a low record. It was 29.3 for 
1919 and 50.5 for 1918. A third good year may 
induce the commission to act. 


The Eastern Underwriter has issued a_ special 
number, which it entitles the ‘“Fire-Casualty Sales- 
manship Edition.” 

The Tlederated British Insurance Company of 
London, in its balance sheet dated December 24, 1919, 
shows assets amounting to £452,936, with a paid-up 
capital of £310,475 and a balance carried forward of 
£45,524. 








CAPITAL $500,000. 
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CAPITAL $250,000. 
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NET SURPLUS $160,473.14. 





INCORPORATED 1879. 
NET SURPLUS $68,381.07. 


OF PENNA., PITTSBURGH 


SUNBURY, PA. 


ASSETS $1,392,556.14 
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) “WELCOME” 
THAT’S US. 


No one man or clique of men con= 
trols the stock of The Lincoln Life. 
The policies of management are de=- 
termined by the officers and heads of departments, and 
their joint agreements get the hearty support of all. 


This harmony of purpose and action radiates from 
the Home Office to the territory of each Lincoln Life 
salesman, assuring prompt and helpful service to the 
men in the field. 


Because of this whole=hearted cooperation, it pays to— 


(ink uP (wits Tue ())LINCOLN) 


The Lincoln National Life Insurance Co. 


“Tts Name Indicates its Character’ 














Lincoln Life Building Fort Wayne, Indiana 


Now More Than $1 48,000,000 In Force 





CAPITAL, $200,000.00 


A company born in the West, Originator of the 
**Multiple Option”’ Policy, 


built for western people, ? 

by western men. a three-in one contract. 
A good policy for the 

GOOD AGENTS WANTED live wire. 





Progressive In Its Ideas 
Conservative In Its Management 





STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 














Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on _per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 


ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 


of New York 
34 Nassau Street, New York. 
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Don’t Delay 


GENERAL AGENTS 
WANTED 


If you mean 
Business 


If you can do 
Business 


Write to me— 


JACKSON MALONEY 


Manager of Agencies 


PHILADELPHIA LIFE INSURANCE COMPANY 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


Decide Today 


Pe A2edrdnsywzwsamay 
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HAS LIVELY SESSION 





Western Insurance Bureau at Briar- 
cliff Manor 





AUTOMOBILE SITUATION CONSIDERED 


Sensational Report Read on Conditions in 
Three Large Cities 

The Western Insurance Bureau held its 
semi-annual meeting at Briarcliff Manor Wed- 
nesday and Thursday of last week. The meet- 
ing was well attended due mainly to interest 
in the automobile situation. The action of the 
Western Union in resolving to adhere to the 
rules and forms of the National Automobile 
Conference, provided a similar resolution is 
adopted by the Western Bureau, was discussed 
with some warmth. The opposition among in- 
fluential members of the bureaue was so de- 
termined that the meeting finally resolved that 
it would not overstep its original purpose, 
which was to govern fire insurance business 
only. The matter was therefore referred to 
the executive committee with power to act. 
It was recommended to this latter body that 
a sub-committee of five be appointed to take 
up the matter locally and to confer with other 
organizations in an endeavor to arrive at some 
method to better the present automobile situ- 
ation. It seems certain that the suggestion of 
the Western Union will not be considered by 
the executive committee of the bureau. 


The members listened to a report of the- 


large cities committee by Charles E. Sheldon, 
chairman, which was almost sensational in its 
arraignment of. agency conditions in Cleve- 
land, Cincinnati and St. Louis. Some com- 
panies, it would appear, are over eager for busi- 
ness in those cities and are finding various 
ways of circumventing the commission agree- 
ments there. The bureau referred the matter 
to the conference committee to be taken up 
with the Western Union, recommending prompt 
and earnest consideration of the following 
points : 

(1) Limitation of commission at St. Louis, 
Cleveland and Cincinnati, with strict prohibi- 
tion of subterfuge practises. 

(2) The appointment of a loss committee 
for the handling of all Chicago losses on a 
plan similar to that used in New York city. 

(3) Relations in Chicago between com- 
panies and their Class I agents. 

(4) Relations of salaried officers in Chicago 
to local business and the matter of multiple 
partnership in local agencies. 

(5) Violations of commission rules in con- 
ection with brokers and Class II agencies. 

Other committees reporting were the special 
committee on the railroad situation, the patrol 
‘ommittee and the conference committee. The 
report of the railroad committee was unfavor- 
able to the formation of a bureau pool. The 
patrol committee deferred any definite recom- 
mendation until the survey by Captain Conway 

The conference 
Denver situation 


of Cincinnati is completed. 
committee reported the 


largely settled, there being but two general 
agencies not now in line. 

Secretary Fred A. Rye spoke of the improved 
conditions which have followed the formation 
of the grain pool. 


President Walter D. Wil- 





liams was brief in his address, remarking that 
the bureau’s affairs had moved so smoothly 
that; there was little to criticise or to recom- 
mend. He referred to the automobile situation 
as a most perplexing problem. He referred to 
the Denver troubles, to the Underwriters Grain 
Association and to the general economic con- 
dition of the country. In this latter connection 
he warned the underwriters to proceed care- 
fully. 

The next meeting will be held at the Hotel 
Traymore, Atlantic City, some time in April, 
the exact date to be chosen by the executive 
committee. 


DANIEL F. GORDON LEAVES NEW YORK 
DEPARTMENT 


With O. Ehmann Will Join Sumner Ballard 
Group 

Daniel F. Gordon will leave the New York 

Insurance Department about 

join Sumner Ballard as assistant manager of 


December 1 to 


the foreign fire reinsurance companies under 
the latter’s management and as vice-president 
and of the International Insurance 
Company. He will succeed. Fritz Kortenbeutel, 
who will retire to live on his estate in the Isle 
of Pines. O. Ehmann, formerly United States 
secretary of the Munich Reinsurance Company, 
and recently manager of the fire branch of the 
Scandinavian - American Assurance Corpora- 
tion of Christiania, will share Mr. Korten- 
beutel’s work and offices with Mr. Gordon. 
Mr. Gordon has been an examiner in the New 
York Department for twenty years, during a 


secretary 


number of which he has been chief examiner. 
He is one of the Department’s strongest men. 
Mr. Ehmann is a well-known reinsurance man- 
ager, having originally been connected with Carl 
Schreiner. He will assume his new duties im- 
mediately. 

The Sumner Ballard group of companies in- 
clude the Skandinavia of Copenhagen, National 
of Copenhagen, the Metropolitan National of 
Havana, and the International Insurance Com- 
pany of New York. 


R. C. Hosmer Becomes Assistant Manager 

Robert C. Hosmer, heretofore Illinois State 
manager for the Phoenix of Hartford, has been 
appointed assistant manager of the Western 
department of the National Liberty of New 
York at Chicago. C. H. Coates is manager and 
H. A. Clark is an assistant manager. Mr. Hos- 
mer is a graduate of Cornell, and has a wide 
acquaintance and popularity in insurance circles 
in the Middle West, 


Great Western Fire of Chicago 
It is reported that the Great Western of Chi- 
cago, which is allied with the Marquette Na- 
tional Fire, and is to transact a reinsurance 
business, has nearly completed organization. 
It has proposed to start with a capital of about 
$400,000, and a surplus of about $500,000, 





—The National Fire Protection Association an- 
nounces that twenty-seven new members were enrolled 


during the month of September. 
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RATES IN ARKANSAS 


Commissioner Files Answer and Cross 
Complaint in Suit Begun by 
Companies 


COMPUTATION METHOD IN DISPUTE 


Complaint Charges State Official 
Basing Calculations on 
Received 


Denying that his order of June 13, requiring 
the stock fire insurance companies: doing busi- 
ness in Arkansas to reduce their rates 6.21 per 
cent was based upon a wrong and ilfegal com- 
pilation of the profits of the various com- 
panies, Bruce T. Bullion, State Insurance Com- 
missioner, has now filed his answer with cross- 
complaint to the suit instituted by the A®tna 
Insurance Company and others, seeking to 
have the reduction order declared void. The 
order was based on the Arkansas law which 
provides that the Insurance Commissioner 
compile the business of the stock insurance 
companies during the five years preceding De- 
cember 31 of each year and that where it is 
found that the insurance companies have made 
an aggregate underwriting profit of over five 
per cent, the Commissioner shall have power 


With 
Premiums 


to order such reduction in rates as will reduce 
the underwriting profits to five per cent. 

In the suit filed by the hundred or more 
insurance companies, it is alleged that the In- 
surance Commissioner has wrongly and 
illegally compiled the figures by charging the 
companies with all premiums received, credit- 
ing them with the losses and expenses:actually 
paid out and treated the balance as an aggre- 
underwriting profit of 11.21 per cent. 
After denying all the claims of the insurance 
companies, the Insurance Commissioner in his 
cross-complaint states that under the law the 
plaintiffs are required to put the reduction in 
rates in effect on all policies written after the 
order was issued on June 13, 1920, and that 
the companies have continued to write insur- 
ance without complying with the reduction 
order. The cross-complaint prays that the in- 
surance companies affected be required to file 
a schedule under oath showing the number of 
policies written, to whom issued, the premiums 
collected since the date of the order, and that 
the companies be required to refund the over- 


gate 


charges upon final disposition of the suit. 
The tabulation of the experience of the 
stock fire insurance companies as made by the 
department for the five-year period in Arkansas 
from January I, 1915, to December 31, 1919, 
figured on premium receipts, paid losses and 
expenses paid, showed a total underwriting 
profit of 11.21 per cent, or an excess of 6.21 
per cent of the amount allowed by law. 
Representatives of the insurance companies 
have held that the method used by Com- 
missioner. Bullion in figuring the excess 
profits has differed from the basis of computa- 
tion used by the companies. The question be- 
fore the court is the method of computation. 
It is contended that the profits, based on 
premiums earned rather than premiums re- 
ceived, fall under the five per cent limit placed 
by ‘law. 
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5 0 WE WANT AGENTS 
to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
& ‘contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 





THE DES MOINES LIFE & ANNUITY CO. 
A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bidg.—Des Moines, Iowa 


Dayton Mutual Fire Insurance Co. 


Dayton, Ohio 
B. C. COLEMAN, Secretary 


Assets $102,806.64 
Conservative and Careful Management 


AGENTS WANTED 


Address Home Office. 




















MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 

DANIEL BOONE; President DANIEL BOONE, Jr.; Secretary 





‘GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of ) 


WACO, TEXAS 
The Conservative Texas Company 








INSURANCE IN FORCE OVER $245,000,000 


For co-operation 
with agents in securing the 
complete satisfaction of policyholders 


THE EQUITABLE LIFE INSLRANCE COMPANY 
OF IOWA 
maintains a SERVICE Department which 
opens for-them a broader field 
of opportunity and 
assures success. 


NEW BUSINESS IN 1920 OVER $52,000,000 




















‘Insurance Company 


OF DES MOINES, IOWA. 


JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policy= 

holders and Agents. NOT SO BIG to lose sight of individual Agents, 

and big enough to serve its Agency and Policyholders satisfactorily. 

——. GOOD territory in IOWA and SOUTH DAKOTA open for 
gents. 











Large 


ATTRACTIVE POLICY CONTRACTS 


JEFFERSON STANDARD 


HOME OFFICE, GREENSBORO, NORTH CAROLINA 


Insurance in Force Over 


Strong 


LIFE INSURANCE CO. 


$118,000,000.00 


Progressive 
FINE TERRITORY 











W. E. SMALL, President 





When Insured in Georgia Casualty Company 


You = _—_— O,; _ —_— Everyone Is 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 


E. P. AMERINE, Secretary 
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CURRENT EVENTS IN LIFE 


INSURANCE 














PERFECTED ENDOWMENT COMPANY 
OF PHILADELPHIA 


An organization the Imperial 
building, Philadelphia, and entitled the Per- 
fected Endowment Company, has formulated 
plans, rates, reserves and policies for the pur- 
pose of enabling life insurance companies to 
separate the insurance and investment features 
now combined in so many policy forms, Its 
organizer, William W. Smith, long ago was 
confronted in the field with the basic objection 
to the current forms of endowment insurance 
policies that, although higher premiums were 
paid for such forms of policies than for ordi- 
nary life policies, in case of the death of the in- 
sured, his beneficiaries were guaranteed only 
“the face of the policy under either form. 

For instance, a man thirty-five years of age 
takes out a policy of $1coo on each of the three 
forms, namely, ordinary life, twenty-payment 
life, and twenty-year endowment, the premiums 
differing materially on the three forms. He 
dies at age fifty, and the company pays his 
beneficiary $3000. On the ordinary life policy 
the reserve at the time of death is on the Amer- 
ican three and one-half per cent basis, $219.15; 
on the twenty-payment life policy, the reserve 
is $384.02, and on the twenty-year endowment, 
$664.10. 

Actually, under the terms of the contracts, 
these various policies were entirely fair to the 
insured, and of equal mathematical value; 
nevertheless, the criticism was made that the 
beneficiary does not receive all that the insured 
paid for. This, it is claimed on behalf of the 
Perfected Endowment Company, is because of 
the fact that all policies are based upon a 
multiple of $1000, which is a matter of custom 
rather than necessity. The company named 
advocates a form of contract embodying the 
following improvements, the general idea be- 
ing called the perfected limited payment life 
and endowment plan. 

Under this plan the net premiums and re- 
serves on which it is formulated are computed 
on the basis of American experience table of 
mortality with interest at three per cent or 
three and one-half per cent per annum, ac- 
cording to the net premium method, upon the 
ordinary life plan, augmented by single 
premium life or a single premium endowment 
reserve, sufficient to mature the policy at any 
age: or ordinary life policies may become fully 
paid or mature as endowments in any selected 
number of years. The principal sum insured 
is augmented in case of death by such amounts 
as the single premium life or single premium 
endowment reserves will purchase each year 
under single full paid life or endowment insur- 
ance, The effect of this method is to sepa- 
tate the investment from the protective element, 
and to pay the value of both to the beneficiary 
in case of the death of the insured. 

This principle is applicable to insurance now 


located in 








issued, either upon the participating or non- 
participating plan, on any reserve basis, and 
can be used to convert any outstanding ordi- 
nary life or limited-payment life into full- 
paid insurance or endowments payable in any 
selected number of years, or at any desired 
age. 

Participating limited-payment life 
which have become full-paid under their terms 
could be converted into endowments at seventy 
or earlier age by the application of the annual 


policies 





WittraM W. SMITH 


President, Perfected Endowment Company and 
Originator of Its Plan. 


surplus accruing thereon, with possibly some 
slight additions dependent upon the desired 
dates of maturity. 

Another advantage claimed for 
issued under the perfected limited payment life 
and endowment plan is that they will be much 
more attractive to the insured, the company 
and the agent, should the member borrow a 
portion of his value, as such a loan would be 
offset in case of death by the amount of the 
additions, usually leaving intact to the bene- 
ficiary the principal sum insured. This largely 
overcomes the impairment of the principal in- 
herent in ordinary forms, upon which collateral 
policy loans have been made, and obviates the 
necessity of explaining to a widow why her 
benefit has been reduced. It is also argued that 
policies under this plan are much less likely to 
be twisted than are others. 


policies 
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Tables have been prepared by the Perfected 
Endowment Company, illustrating various 
phases of its plan. One table illustrates an 
ordinary life policy with yearly single premium 
endowment accumulations maturing as an en- 
dowment at age fifty-five, issued at age twenty- 
five on the American three per cent basis with 
annual premium of $35.07. The figures are 
given yearly in accumulated form, those at the 
end of the twentieth year showing the follow- 
ing items: Total premium, $701.40; dividends, 
$169.38; net cost, $532.02; cash value, $572.83; 
death value, $1,452.08; paid-up endowment, 
$756; paid up life, $1000; balance cash paid-up 
endowment, $90; extension ten years, paid-up 
endowment, $612. : 

To illustrate certain features of the plan, if 
the insured desired to discontinue after the 
payment of fifteen premiums, his heirs would 
receive $1395 if death occurred at any time 
prior to his attaining age fifty-five or $395 paid 
to him after he attained this age, this being the 
full-paid endowment insurance (not pure en- 
dowment). 

Another feature of this plan is that an ordi- 
nary life policy can be converted into any form 
of policy requiring a larger reserve without 
the necessity of paying the difference in back 
premiums, or making it a lien on the policy 
through the policy loan system. The company 
has devised a very simple policy form involv- 
ing both the life insurance and the endowment 
accumulations. Life insurance companies wish- 
ing to meet the requirements of every prospect 
and to further popularize life insurance as a 
means of protection and saving, will doubtless 
be much interested in studying the merits of 
the perfected limited payment life and endow- 
ment plan, 





Moody’s Analyses of Investments 

Part two of Moody’s Analyses of Invest- 
ments for 1920, which contains statistics and 
comparative analyses of industrial and miscel- 
laxeous companies in the United States and 
Canada, with investment ratings for the pur- 
pose of enabling bankers and investors to ascer- 
tain the true values of securities, has been is- 
sued. This is a large book, embracing over 
1550 pages, and gives comparative statistics 
of income, dividends, baiance sheets, etc., for 
the last six years of over 6000 important in- 
dustrial companies, together with the compara- 
tive ratings of the securities as investments. 
The index alone comprises 100 pages. This 
book is one of several which, with monthly re- 
ports, news bulletins, weekly reviews and re- 
ports on holdings, constitute the service sup- 
plied by Moody’s Investor’s Service, New York. 





—The September business of the Register Life of 
Davenport, Ia., amounted to $329,500 of written busi- 
ness and $398,532 approved, bringing the total for the 
first nine months of 1920 up to $4,075,000. 
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An Announcement! 








THE NORTHERN ASSURANCE COMPANY has up to this time confined its operations almost 
entirely to its Home State of Michigan. 


IT NOW HAS OVER $30,000,090.00 OF INSURANCE IN FORCE, about $27,000,000.00 of which 


is on residents of its Home State, and the remainder is largely in Pennsylvania and Ohio. 


TWO YEARS AGO the Company established one general agency in Southwestern Pennsylvania, 
which in its first year paid for over $1,000,000.00, and during the present year (the second year of 


the agency) will pay for over $1,500,000.00. 
WE ALSO HAVE ONE GENERAL AGENCY IN SOUTHWESTERN OHIO. 


THE COMPANY HAS RECENTLY BEEN LICENSED in the State of Illinois, where we are 


now making preparations to begin active work not later than January Ist. 


IN THIS CONNECTION WE ARE IN NEED OF A MAN for Illinois, one for Northern Ohio, 


and one for Eastern and Northern Pennsylvania. 


THIS IS NOT AN ADVERTISEMENT FOR AGENTS. _ It is an announcement of three impor- 
tant places in the Company’s ranks to be filled not later than January Ist. 


IF YOU FEEL YOU ARE OF GENERAL AGENCY CALIBER we will be glad to hear from you 


in connection with one of these situations now open. ° 


THE MANAGEMENT OF THE COMPANY feels that with the foundation such as we now have 
in the nature of assets of over $2,500,000.00; resources from annual income of over $1,000,000.00, 
and over $30,000,000.00 of insurance in force, and now writing about $1,000,000.00 per month, 
the Company has built the ground work on which to base a policy of extension as indicated in this 
announcement, and in this connection desires to get in touch with three men of sound underwriting 


judgment, who can visualize a real opportunity. 








Address, with references 


CLARENCE L. AYRES, President 


INNORTHERN ASSURANCE (COMPANY 
DETROIT, MICHIGAN 
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THE SALES PROCESS 
Selling Is Not Delivering Goods But 
Deciding a Man to Buy 


HOW TO CONVEY IDEAS 
Too Much Emphasis is Placed on “Good 


Sales Talk’’—Tones and Movements 
Also Important 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











As has been stated before, the selling process 
is making the prospect think what the sales- 
man thinks regarding the line of goods or the 
proposition presented. It is a process of trans- 
ferring mental images from the mind of the 
salesman to the mind of the prospect. And 
throughout the process the salesman should be 
the impelling party. If a man buys Something 
from you for reasons of his own, which you 
did not stimulate in him, you are not entitled 
to say that you sold him the order. He bought. 
We are not considering here so-called sales 
which are closed principally because the buyer 
was looking for what the salesman brought 
him. We shall study the bona fide sale in 
which the salesman gets his ideas across to the 
mind of the prospect, against more or less re- 
sistance, 

Right here let us make a distinction. You 
do not sell goods, but ideas about goods. The 
goods themselves are not delivered until after 
the sale is completed, in many cases. Some- 
times the prospect does not get a glimpse of 
the actual goods for a long time after the clos- 
ing of the sale; as was the case in millions of 
instances when Liberty Bonds were sold. 
Billions of dollars were paid or agreed to be 
paid by purchasers of Liberty Bonds who did 
not expect to see the actual goods for months. 


Tue MoMENT OF THE SALE 


The salesmen of the Liberty Bond committees 
got into the minds of the buyers their ideas 


about the bonds, and the sales were closed . 


when that was accomplished. The delivery of 
the goods sold was a matter of routine. 

Let us consider then the various processes 
by which ideas, or mental images, may be 
transferred from one mind to another. For it 
is evident that the proficiency of a salesman 
in his Art depends wholly on his efficiency in 


getting his ideas across to the prospect. Of 
course we all understand it is a prerequisite 
that the salesman’s ideas be right and com- 
plete, for, as was quoted a few minutes ago, 
even “more dangerous than a little knowledge 
is much knowledge of things that aren’t so.” 
For the purposes of this chapter we are assum- 
ing the salesman is fully equipped with effect- 
ive knowledge and not cumbered with errone- 
ous ideas about selling factors or principles of 
salesmanship. In following chapters which 
will cover the steps of the sale, what the sales- 
man should know about various factors of 
selling and about specific principles will be 
considered. We already have touched on some 
of the points in the previous chapters on “The 
Sales” and “The Man.” Now we are re- 
stricting ourselves to the general study of the 
means and methods by which ideas may be 
communicated most effectively from the sales- 
man to the prospect. 

Without encroaching on the subjects of 
other chapters, however, we will give attention 
briefly to some general features of the ideas 
the salesman should have, since we cannot 
well consider what he is to transfer to the 
mind of the prospect and how to make the 
transfer most effectively, unless we have a 
clear understanding ourselves of what is meant 
by “ideas.” 

For the present let ts not call them “ideas,” 
but “mental images.” Then we shall compre- 
hend without vagueness the true meaning of 
ideas. 


CLASH OF MINDs 


Webster defines a mental “image” as “the 
reproduction in memory or imagination of 
sight, touch, hearing, etc.— 
broadly, an idea.” We'll repeat that definition 
to fix it in our minds. “The reproduction in 
memory or imagination of senations of sight, 
touch, hearing, etc.” 

You will recall from the 
chapter that the mental salesman is developed 
by the efficient utilization of the senses, as was 
illustrated in the memory training examples. 
Naturally, therefore, the development of the 
mind of the buyer should be along the same 
line. So it is. The salesman transfers to the 
prospect’s mind “mental images.” The pros- 
pect is stimulated to reproduce in his imagina- 
tion sensations of sight, touch, hearing, etc.; 
any sense impression the prospect ever has 
experienced. Thus his “ideas” about the goods 
are built up by purely imaginary sensations, 
by sense effects he thinks about but does not 
actually experience at the moment. 

Let us understand this fully. Suppose that 
a salesman of Southern California real estate 
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is talking to a thin-blooded prospect who lives 
in Detroit, about Christmas time, in the steam- 
heated office of the prospect. The salesman 
is full of the “balmy climate of Sunny Cali- 
fornia” ideas. In order to make his contrast 
strong, he stimulates the heat and cold senses 
of the prospect through imagination. 

“None of these blizzards in California,” he 
says; “weather that sends shivers up and down 
your spine the moment you stick your head out- 
The air there in mid-winter is as balmy 
Here you have to sit 


doors. 
as it is here in summer. 
in a steam-heated office and kiln-dry your 
lungs and body with the air baked by your 
radiator. In Los Angeles business men are 
working with their windows open this minute 
and enjoying fresh air that is just warm 
enough to be comfortable and not so warm as 
to be oppressive.” 


Auto SUGGESTION 


The salesman makes such realistic sense 
impressions that the Detroiter really has the 
sensation of goose-flesh all over him when the 
blizzard is mentioned. A half minute later he 
imagines how it would feel ta sit by an office 
window that was open for the admission of 
gentle breezes stich as he enjoys so much in 
Detroit on summer days. But all the while 
he has been feeling imagined cold and balmy 
heat, the Detroiter actually has not budged 
from his office and his steam radiator. 

You appreciate that a salesman who might 
have said to the prospect for Los Angeles city 
lots, “The temperature of Southern California 
in winter is forty degrees warmer on the 
average than it is here,” would not have been 
nearly so effective in presenting his proposition. 
His statement would not have “reproduced in 
imagination any sense impression.” That is, 
the prospect would not have experienced in his 
own mind any sense of cold or of warmth. 
The statement would have seemed to him just 
an abstraction and would not have stimulated 
his own heat sense and cold sense any more 
than if the salesman had not said a word about 
the temperature. 

The point of all this is the importance of 
utilizing the senses of the prospect when at- 
tempting to transfer ideas from your mind to 
his. The salesman who says, “The tempera- 
ture of Southern California in winter is forty 
degrees warmer on the average than it is 
here,” is appealing directly and exclusively to 
Perhaps he thinks he is taking the 
short cut from mind to mind. So he is, as to 
the fact of the difference in temperature. But 
the fact is not in itself stimulating to definite 
image making. Sense impressions, however, 
such as the first salesman made, build up in 


mentality. 








the mind of the prospect exactly the ideas or 
mental images the salesman wants him to have. 
And these wholly imaginary sensations will 
seem to the prospect more real than any bare 
statistical facts about California climate. 

It is not sufficient, then, that the salesman 
be equipped with fact” ideas. Quoting cata- 
logue patter is not proficient salesmanship. 
The ideas in the salesman’s own mind must 
be sensory mental images of his goods; and 
it is his function to stimulate and induce the 
reproduction in the prospect’s imagination of 
sensations, not to impress facts merely. He 
must transfer from his mind to the mind of 
the buyer sense effects, in order to deserve the 
results of good salesmanship, the confidence 
and faith of the prospect and his name on the 
order blank. 

It is absolutely essential, therefore, that the 
impressions on the salesman’s own mind be 
sense impressions; since he cannot transfer 
such impressions to the imagination of the 
prospect unless he himself actually has experi- 
enced the sensations regarding the goods which 
he attempts to get across to the other fellow. 

If you are preparing to go out and sell a line 
of velvets, for instance, and want to impress 
on prospects the perfect smoothness and sleek- 
ness of the fabrics, feel of the cloth with your 
fingers. Stimulate mental images of smooth- 
ness and sleekness through the use of your 
tactile sense. Then you will be much better 
able to stimulate the reproduction of such ideas 
in the imagination of the prospect. 


Worps, Tones, MoveEMENTS 


Often a salesman presents his line uncon- 
vincingly. Usually the reason he fails to con- 
vince is that he lacks real sense impressions of 
his goods. His ideas are vague, not distinct. 
The ideas he gets across to the prospect’s mind 
are no more clear. Hence, before you start 
the process of transfering your ideas, be sure 
that you have sense images to transfer, for 
the mental image you want to stimulate in the 
buyer is the reproduction in his imagination of 
sensations, as Webster defines. 

Now we will turn to the actual transfer of 
mental images to the means and methods by 
which ideas may be communicated most ecf- 
fectively from the mind of the salesman to the 
stimulated imaginative mind of the prospect. 

There are only three means by which ideas 
may be communicated from one person to an- 
other—words, tones, and movements. Let us 
consider them in the reverse order of their 
importance. 

Of the three means of communication, words 
are least in importance to the salesman. To 
a teacher of spelling, words might be the most 
important means for communicating ideas of 
mere letters and syllables to pupils. Words 
are the best means, usually, for the communi- 
cation of bare information. But words spoken 
in a monotone and without any accompanying 
action are not at all likely to stimulate image 
making by a prospect. 

Listen to a story read in a droning voice by 
a listless reader who puts no expression into 
the words by either his voice or gestures. 
Then listen to that same story when the read- 
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er’s voice is vibrant with feeling, when the 
tones fairly shudder at the grisly passages, 
when the words of horror are accompanied by 
quiverings of the reader’s body and by the 
bulging of his own eyes—why, it makes your 
hair stand on end now; whereas you likely 
went to sleep in the course of the droning 
reading. 

Very few salesmen realize the relative im- 
portance of words, tones and movements in 
getting ideas across to he minds of prospects. 
Far too much emphasis is placed nowadays on 
“a good sales talk.” Salesmen work up a pat- 
ter that sounds purely mechanical when they 
heel it off. They just have so many words in 
their system and have to get them out. Often 
the salesman who is loaded only with words 
thinks it necessary to discharge the whole 
broadside in volley after volley until he has 
run out of ammunition. Consequently he 
startles attention, arouses interest, and then 
proceeds to shoot desire full of holes. 


CoNnFIDENCE PreEcEDES SALE 


Remember that the mind of the prospect 
usually is either negative or neutral when the 
salesman approaches it with his ideas. Oc- 
casionally the buyer is just waiting for the 
salesman to call so that he can place an order, 
but that happens so seldom we will disregard 
it now. It is necessary that the mind of the 
prospect be changed to an affirmative attitude. 
He must agree with the salesman’s ideas. Be- 
fore he will do that he must be impelled to 
give his confidence to the salesman and to the 
ideas he presents. 

Unfortunately, words are the favorite tools 
of the lair. So people havé grown suspicious 
of “fair words.” The prospect is naturally in- 
clined to be skeptical about the patter of the 
salesman who comes to him with a sales talk 
committed to memory and repeated almost 
letter perfect. Words harden antagonism and 
make neutrality edge toward opposition. You 
know that the buyer habitually takes a “stand- 
offish” attitude when you call on him. You 
must get inside the fence he tries to build be- 
tween you and himself. But he is wary and 
watchful of what you say. He knows you want 
to get in, and he is on his guard to prevent 
what he regards as a threatened raid on his 
pocketbook. 

He does not relax his vigilance so far as 
your mere words are concerned until you have 
earned more or less of his confidence. And 
that seldom is won by words alone. It is much 
better salesmanship, except when you have in- 
formation to impart, to use your words as 
camouflage and to get your ideas across with 
tones and movements. But be careful not to 
use so much camouflage as to arouse suspicion 
instead of dissipating it. An excellent rule for 
the salesman is to use just as few words as 
possible to express his ideas effectively. If 
the idea can be expresed in a tone or in a 
movement, minimize the words employed in 
association with the tone or movement. 

It is far more difficult to lie with one’s tone 
than with words. Consequently tones are not 
suspected so strongly as are words. 


(To be continued) 
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PRODUCERS, BIG AND LITTLE 


Chapter From “How to Sell Insurance,” 
William Alexander’s New Book* 


The agents who succeed may be divided into 
two classes: the big producers, and those who 
have only moderate success. 

Those of the first class are wide awake; read 
the signs of the times; adapt themselves to 
changing conditions; know a good thing when 
they see it, and have initiative—a most im- 
portant quality. They are never enslaved by 
habit; keep out of ruts, and select the policy 
or annuity that fits the particular case. They 
are quick to utilize a new contract while it is 
still a novelty. They adopt a new method of 
canvassing, Or a new line of approach, while it 
is fresh. They take immediate advantage of 
suggestions from their company and from 
their fellow agents. 

When clients who have been forced to con- 
tent themselves with insurance on the ordinary 
life form grow prosperous, they induce them 
to take additional policies on the limited pay- 
ment life, or Endowment, form. Or they sell 
them new insurance on the life income plan. 

After insuring a man once, they induce him 
to establish the “insuring habit,’ so that as 
his resources increase he shall from time to 
time take more and more insurance. They 
recognize the ifnportance of education. They 
listen to the instruction of others, and train 
themselves. 

They are original, ingenious, inventive; and 
at the same time appropriate the ideas and 
follow the methods of other successful sales- 
men. They are not satisfied unless they learn 
something new every day. 

They are careful to follow directions from 
headquarters, 

If a system is established for their benefit 
they take full advantage of it. 

If they are called upon to make weekly re- 
ports, they record their daily transactions and 
sum them up for transmission at the end of 
every week. And it is worth noting that the 
men who are careful and diligent in such mat- 
ters are usually the big producers, while those 
who are careless and indifferent are usually 
the small producers. 

THE SMALL PRODUCERS 

The man whose success is only moderate 
envies the “good luck” of the big producer, and 
is blind to the fact that he is less fortunate be- 
cause he is less painstaking. 

These small producers are creatures of habit. 
It is easier to stick to a familiar routine than 
to learn something new. They offer one form 
of policy to every client. If a new form is in- 
troduced, or a new benefit offered, they ignore 
it while it is fresh, and fail to adopt it until 
they see that others have already increased 
their production by utilizing it promptly. 

They ignore the fact that life insurance is 2 
living force, steadily extending its operations, 
and constantly entering new spheres of useful- 
ness. Having begun by offering insurance for 
family protection, they neglect business insur- 
ance, group insurance, and annuities. Having 


*Published by The Spectator Company. 
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always sold insurance payable in one sum, they 
are oblivious to the fact that the safest and best 
kind of insurance for family protection is the 
kind payable in the form of a life income. 

In short they seem to be half asleep; are 
heavy and dull; lack enterprise; fail to recog- 
nize their opportunities, and have neither en- 
thusiasm nor determination. How can they 
expect to compete successfully with their ener- 
getic, diligent, resourceful, wide awake asso- 
ciates? And yet, if they will wake up, and 
concentrate all their powers on their work 
they can join the ranks of the big producers; 
for there is enough and to spare for all those 
who are adaptable and willing. 


Use Your BRAINS 


Another valuable lesson may be taught by 
dividing insurance salesmen in a different way, 
thus: 


Those who have brains and make use of them. 
Those who have braffts and don’t use them. 
Those who are without brains. 


Those of the third class do not concern us: 
@hey soon lose courage and turn to less difficult 
pursuits, 

For those who find themselves in the second 
of these classes, and who are discouraged by 
their lack of progress, the remedy is obvious. 
They have simply to get out of the second, and 
into the first class, and their troubles will be 
at an end. 


How To Get A HEARING 


If an agent should be given three wishes, 
he might ask, first for a long list of prospects; 
then for many interviews, and finally for the 
knack of insuring the people interviewed. 

Or, if he should be given only one wish, he 
would, if inexperienced, be likely to fix on the 
first of these—a long list of prospects. 

If so, his decision would be wrong. There 
are innumerable prospects in every community, 
and any intelligent man can learn how to sell 
insurance. But it is hard to secure satisfactory 
interviews. All this being so, the experienced 
agent, if given a single wish, would ask for an 
unlimited number of interviews. 

It is easy to make calls. It is not hard to 
gain access to business men. The rub comes 
when you ask a man to turn fron® his own 
affairs to give you a slice of his valuable time, 
and to listen while you talk to him on a sub- 
ject about which he may have been annoyed 
more than once by the importunities of incom- 
petent or tactless solicitors. 

To canvass a prospect you must win his con- 
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Open the way to real business—create a keen 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the appli- 
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fidence, and you cannot win his confidence 
unless he will give you a hearing. Nor can 
you win his confidence by trickery or deceit. 
You can get into a man’s office by pretending 
that you are not an insurance agent, but if you 
do, and your prospect concludes that you have 
taken an unfair advantage of him, you may 
find it difficult to allay his natural irritation. 


Tue Inprirect APPROACH 


It does not follow from this that you must 
always state in advance the exact nature of 
your business. You can use a visiting card 
instead of a business card, if you choose. You 
can say that you wish to offer a good invest- 
ment—for life insurance is the best of all in- 
You can say that you have a bar- 
gain to offer—for many men have testified that 
their best bargains have been their insurance 
policies. But you must exercise infinite tact 
if you follow such a course; otherwise you 
will seem to have gained your point by deceit- 
ful methods. 


vestments. 





There are many legitimate ways of gaining 
access to a man without revealing your ulti- 
mate object. You can, for example, call on a 
real estate agent and ask his opinion about the 
value of some building or farm. You can 
ask a banker about the credit of a depositor. 
You can make inquiries in various directions 
about investments, colleges, schools, hotels, 
summer resorts, doctors, tradesmen, etc., and 
can interview public men, officials, heads of 
business organizations, clergymen, physicians, 
teachers, and others about their own affairs, so 
as to pave the way for interviewing them later 
on about life insurance. 


Here are a few examples of the “indirect ap- 
proach”: 


You have a capital of $10,000, and it has 
taken you many years to accumulate it. May 
I tell you how you can double that capital in a 
day? 

Let me explain a plan by means of which 
you can liquidate the mortgage on your house 
without straining your resources—guarantee- 
ing, meanwhile, a permanent home for your 
family. 

If you were given a block of Government 
Bonds would you throw them into your scrap 
basket on the ground that you have all the 
money you know what to do with? Well, will 
you listen to me for five minutes while I tell 
you how, by depositing a few hundred dollars 
with me, you can instantly add $20,000 to your 
estate? 

Would not the enterprises you are identified 
with suffer if you should be unable to com- 
plete their development? Let me show you 
how their success can be guaranteed. 

Your investments have depreciated in value. 
Let me show you how you can restore these 
values, and thus restore your estate to its 
former size. 

You have a savings bank account, and will 
have a substantial sum laid by in twenty years 
—if you live. Let me tell you how you can 
put your savings into an insured account that 
will be as large if you die to-morrow as it 
would be if you should live for twenty years? 

Almost every estate shrinks when the ex- 
ecutors take it in hand. May I tell you how 
in your case that shrinkage can be prevented? 


Do you know how you can pay your inherit- 
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ance taxes without encroaching upon your in- 
vested capital ? 

Let me show you the safest and best method 
of providing an income for your old age. 


If these examples set you to thinking, you 
will be able to devise for yourself many 
effective indirect methods of approach. 


ENTERING WEDGES 


An “entering wedge” is often useful when 
an indirect approach seems expedient. An 
entering wedge is a means to an end; not an 
end in itself. It is something that can be used 
to attract attention, and can then be aban- 
doned, Consider one or two examples: 

A man may let you talk to him about fire, 
marine or accident insurance, and continue to 
listen when you turn his attention to life in- 
surance. 

An unfamiliar contract which does not fit 
the particular case may suggest a topic of con- 
versation even if you know that you can only 
hope to succeed in the long run by offering 
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a contract of an altogether different character. 

You can give a man very interesting in- 
formation about annuities and then turn to the 
subject of life insurance. 

You can talk to a man about business insur- 
ance, and then explain the advantages of a 
policy to protect the family. 

A man may listen to you if you tell him that 
you know of a scheme by which he can retire 
from business when the productive period of 
his life has passed. 

Many people listen to a description of in- 
come insurance and then consent to take a 
policy of some other kind. 

The man who refuses to insure because he 
can’t afford it may be interested in the low 
rate for term insurance, and may finally agree 
to take permanent insurance because of its 
greater value. 

Whenever you adopt the indirect method, be 
careful not to give the impression that you are 
ashamed of your vocation; and avoid a hesi- 
tating or apologetic attitude. Let your ap- 
proach be of such a character that it will de- 
velop naturally—then, or at a subsequent in- 
terview—into a direct appeal. You are identi- 
fied with a noble profession, and if you have 
a sound offer to submit, and can present it 
concisely and convincingly, you will be en- 
titled to a respectful hearing. The dignity of 
the responsible company of which you are the 


ambassador gives you high rank in the busi- 


ness world; and you can go to the biggest men 
in your community, whatever your social 
standing may be, provided you are courteous 
and considerate and careful to avoid an ar- 
rogant bearing. 

Of course the above suggestions relate to 
canvassing in cities and towns. If your field 
is in a village or country district where you 
are well known to all your neighbors, the in- 
direct approach will be out of the question. 


BANK ADVOCATES INSURANCE 
An Interesting Circular Favorable to Life 
Insurance 

The State Bank and Trust Company of 
Houston, Tex., has gotten out a pamphlet con- 
taining a campaign of life insurance adver- 
tisements in which the bank advocates not only 
saving in general, but for the particular pur- 
pose of paying premiums on life insurance 
policies. It advises the use of interest bearing 
deposit accounts in order to facilitate the sav- 
ing of sums necessary for life insurance 
premiums. It presents in the various adver- 
tisements excellent arguments in favor of life 
insurance, and its campaign ought to stimulate 
the taking of insurance in its home city and 
vicinity. 


DOUBLE INDEMNITY 





Views of George Graham, Vice- 
President Missouri State Life 





GOOD AND BAD POINTS OF BENEFIT 





Use of Clause Not Recommended Until 
Large Volume of Business is Attained 


One of the most notable addresses delivered 
last month at the American Life Convention 
at Kansas City was that contributed by George 
Graham, vice-president and actuary of the 
Missouri State Life, St. Louis, on the acci- 
dental death benefit, now incorporated very gen- 
erally in life policies and rather inadequately 
described and referred to among insurance 


“men as the “Double Indemnity Benefit.”. Com- 


panies became interested in this benefit, said 
Mr. Graham, primarily because of its attractive- 
ness from the salesman’s point of view. It was 
frankly a selling point used as an aid in per- 
suading people to buy life insurance. Mr. 
Graham proceeded: 


According to the United States census statistics, the 
deaths from accident, suicide and homicide in the 
registration area represented 7.67 per cent of the 
total deaths for the year 1917, or 1.088 per thousand 
of estimated population. According to the statistics 
on which the new American Men Mortality Table 
was based, approximately one out of every nine deaths 
between the ages of 20 and 50 is due to accident. 
The benefit is, therefore, a quite substantial one, 
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although it may be overestimated by the average man 
who seems less unwilling to admit the possibility of 
his untimely death as the result of an accident than 
because of sickness or impaired physical condition. 

An objection of some weight is that it misleads the 
insured as to the actual amount of protection he has 
afforded those dependent on him. A policy of $5000 
life insurance with $5000 of double indemnity in- 
cluded is not to be compared to $10,000 of straight 
life insurance, although sometimes the prospect may 
practice this form of self-deception. 

Where the benefit is granted by means of a pro- 
vision incorporated in the life policy itself it seems 
reasonable to expect that the contract will be con- 
strued as a policy of life insurance providing for pay- 
ment of one sum in event of natural death and an- 
other sum in event of death by accident as defined in 
the policy. Under such circumstances the standard 
provision requiring that a policy shall be incontestable 
after not more than two years from the date of issue 
would apply alike to the insurance payable on~natural 
death and to the sum payable if death should be the 
result of an accident. If, however, death should re- 
sult after the expiration of the contestable period 
from an accident not coming within the meaning of 
an accident as defined by the terms of the policy, the 
company, in denying liability for the double indemnity 
benefit, would not be seeking to avoid the policy be- 
cause it would admit liability for the amount of in- 
surance payable by the policy’s terms. 

If the courts should hold that the incontestable 
clause of the policy applies alike to the life benefit 
and the accidental death benefit then the exceptions 
usually found in the double indemnity clause relating 
to suicide, aeronautics, submarine operations, viola- 
tions of law, poisoning, and indeed any restrictions 
excepting military or naval service in time of war, 
would be null and void after the incontestable period. 
This would seem to be an extreme view to take and 
might be carried so far as to debar the company from 
placing a time limitation within. which death must 
occur or even from declaring the benefit non-effective 
after the maximum age has been reached. 

The fact that during fifteen years’ experience with 
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the benefit we have so far escaped such an extreme 
construction would seem to afford some assurance 
that these dangers are more imaginary than real. The 
difficulty of this question might be avoided if there 
be inserted in the incontestable clause an exception 
as to the accidental death double indemnity benefit. 
Mr. Graham then referred to a few au- 
thoritative court decisions interpreting the lia- 
bility of a company to pay in the event of ac- 
cidental death of the insured. He continued: 
There are three sources from which statistics can 
be secured to be used as a guide in arriving at what 
constitutes an adequate the benefit. 
These are, first, census statistics; second, the expe- 
rience of the companies obtained by comparison of 
their total exposure with the number of deaths re- 
sulting from accident; and, third, the experience of 
the companies confined to the double indemnity benefit. 
It may reasonably be expected that census statistics 
will show a higher death rate from accident than that 
likely to be experienced by the companies, as there are 
included in the census figures deaths resulting from 
occupational hazards which the companies will not 


premium for 


assume. 

An accidental death rate derived from the whole ex- 
perience of the companies can not be altogether satis- 
factory, as some proportion ot the deaths are almost 
sure to have been reported as arising from natural 


» causes which would be shown as accidental deaths if 


an accidental death benefit twice as great as the 
normal life insurance benefit had been payable; mere- 
over, there may be some selection exercised against the 
company resulting in a heavier average accident rate 
among those taking the benefit than among the policy- 


. holders as a whole because the preferred risk is less 


likely to be attracted by this benefit than the risk 
more exposed to accident. 

The actual experience of the company with the 
double indemnity benefit is the most reliable basis 
available to us for arriving at the cost. 

On a limited experience of $22,000,000 of preferred 
business in our own company for the years 1911 to 
1919 our approximate cost was $1.65 per $1000 of in- 
surance; this high rate was undoubtedly partly due to 
claims of large amounts, larger than we would have 
assumed had we been governed in fixing our maxi- 
mum by the amount of such business on our books. 

I am persuaded that the class of risks to which a 
company should extend the benefit, if it adopts it at 
all, should be made as broad as possible so as to 
place a minimum of restrictions on the agent in the 
field. The wider the field is made within which the 
agent can solicit for the benefit, the more extensively 
will he make use of it and the more double indemnity 
business will the company do, with the resulting 
speedier elimination of the fluctuations 
from year to year in the loss ratio due to a limited 


undesirable 


amount of exposures. 

The classification used by accident companies is not 
always a suitable guide to the rating for an accidental 
death benefit, as the latter is only a small part of the 
benefit usually found in an accident and health policy 
and the weekly indemnities have much more weight 
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in determining their rating. The accident manuals 
classify the farmer as ‘‘extra hazardous,” but this is 
explained on the ground of his liability to minor acci- 
dents involving claims for temporary disability. I am 
disposed to believe that the farmer will make a fair 
average risk for the accidental death benefit. 
Hazardous occupations calling for an additional pre- 
mium in connection with the life benefit should not be 
accepted for double indemnity at the standard pre- 
mium rate unless the hazard is one which only ad- 
versely affects the vitality of the employee and con- 
tains no special accident hazard. There are some 
occupations which many companies accept at standard 
rates for life insurance which, nevertheless, would 
seem to require that the double indemnity benefit be 
excluded. Among these may be cited chauffeurs, a 
number of groups of building trade artisans, lumber- 
men, marine officers and railroad trainmen. Of 
course, special premiums can be charged for the double 
indemnity benefit in connection with these hazardous 
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classes, but they represent but a small proportion of 
the total business of most companies, and no hard- 
ship will be done if the company makes a rule denying 
the double indemnity benefit to those engaged in 
hazardous occupations. 

It seems more practical to make the class eligible for 
the double indemnity benefit as inclusive as possible, 
charging one fixed rate rather than to strive for a low 
rate for a period and restricted group and to have 
a series of graded rates for various groupings of risks 
according to the extent of the hazard involved. 

The usual period of time in which death must ensue 
following the accident is ninety days. Of course, if a 
shorter time is set, the cost of the benefit will not be 
so great to the company, but to deny liability on a 
death within less than ninety days following the acci- 
dent might result in some unenviable criticism. On 
the other hand, to place no restriction whatever on the 
period of time within which death must result would 
subject the companies to many claims which would be 
unwarranted and would inevitably lead to disputes. 

The most serious question of selection likely to 
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arise is one in connection with that intangible thing, 
the moral or speculative hazard. No such hazard may 
seem to exist so long as the benefit is confined to life 
insurance, but may loom up quite largely in connection 
with the double indemnity. An analysis of the causes 
of death made in connection with the medico-actuarial 
and American men investigations show that the acci- 
dent rate in the years immediately following issuance 
of the insurance is higher than in later years, and the 
rate rather less that ultimately 
rienced, indicating the possibility that many 
from suicide in the contestable period are reported to 
the companies and may have to be settled by them as 
accidents. 

Where the contingency covered, as in the case of the 
double indemnity benefit, is likely to happen only in 
_a limited number of cases, the fluctuations in the ex- 
perience of the company from year to year are apt to 
be quite extensive until at least a substantial volume 
of such business has been placed on the books. When 
a company adopts this benefit it can more quickly 
acquire a substantial volume by extending the privilege 
to its existing policyholders. 

I would not recommend that a young company with 
only a small surplus should undertake this class of 
business unless it has made arrangements for the re- 
insurance of the benefit in its entirety at least until 
it has attained a sufficient volume of such business to 
take care of reasonable fluctuations. If a company 
should at the outset decide to carry the double in- 
demnity benefit itself it must limit its life insurance 
on the risk to one-half of its normal maximum re- 
tention. 

I have purposely confined myself to a brief mention 
of the salient points without attempting to submit 
solutions to the problems, .some of which are of a legal 
nature; others are not susceptible of close treatment 
except on broad general lines, as there is room for 
much difference of opinion and varying circumstances 
and conditions will call for different handling. | 

The question presents no great difficulties except 
that the adoption by the companies of a uniform 
phraseology would most quickly clarify the situation 
in this respect. The agency and underwriting prob- 
lems call for no more than everyday common sense in 
their treatment. 


suicide than expe- 


deaths 


INHERITANCE TAXATION 


Data Concerning Legal Requirements in 
Several States 


Below will be found data concerning in- 
heritance tax laws of several States, including 
rates of taxation, legal interpretations, etc.: 


ARKANSAS 
In Arkansas the classification of beneficiaries 


is as follows: Class one: Father, mother, hus- 


band, wife, child, brother, sister, wife or widow 
of son, husband of daughter, adopted or mutu- 
ally acknowledged child and lineal descendant. 
Class two: 


All others, except those entirely 
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include 
those to corporations exempt from taxation or 
to any public corporation, or gifts for charita- 
ble, benevolent, educational, public or like pur- 


exempt. Legacies entirely exempt 


poses, in trust or otherwise. An exemption of 
$5000 of the value of a widow’s dower or hus- 
band’s courtesy is also allowed. 

The tax rates are as follows: Class one, 
one per cent on the first $5000, 2 per cent on 
the next $5000, three per cent on the next $20,- 
ooo, four per cent on the next $20,000, five per 
cent on the next $50,000, six per cent on the 
next $40,000, seven per cent on the next $500,- 
000, eight per cent on the balance. Class two, 
four per cent on the first $5000, eight per cent 
on the next $5000, twelve per cent on the next 
$20,000, sixteen per cent on the next $20,000, 
twenty per cent on the next $50,000, twenty- 
four per cent on the next $40,000, twenty-eight 
per cent on the next $500,000, thirty-two per 
cent on the balance. 

The act of 1907, which imposes no tax on 
estates beyond $50,000, has been held not to be 
unconstitutional as violating equality, as an 
estate up to $50,000 is taxable, and only the 
amount in excess thereof is exempt. A wife’s 
dower is not taxable, but where the wife takes 
under will, she cannot claim exemption for 
dower. Intangible property, jncluding stock 
of foreign corporation owned by a resident, is 
subject to tax. Exemption is to be deducted 
from each share, and not from the entire estate. 


New Mexico 


The rates of taxation of various classes of 
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heirs in New Mexico are as follows: Class 
A: Parent, husband, wife, lineal descendant, 
legally adopted child or lineal descendant of 
legally adopted child, one per cent, with an 
additional tax imposed on grantee or donee in 
a conveyance taking effect upon death, of one- 
half per cent, the exemption being $10,000 on 
entire estate (proportionate amount only when 
some beneficiaries are in class B), but husband 
and wife under statute are entitled to no ex- 
emption where estate exceeds $500. Class B 
includes wife or widow of son, husband of 
daughter, brother, sister, collateral kindred, 
stranger to the blood, corporation, voluntary 
association or society, the rate being five per 
cent, with three per cent additional tax im- 
posed on grantee or donee in a conveyance tak- 
ing effect upon death, and exemptions being as 
follows: wife or widow of son, husband of 
daughter, brother or sister, the proportionate 
part of $10,000, with $500 exemption to all 
others when entire estate does not exceed that 
amount; but if entire estate exceeds that 
amount, no exemption is allowed. Class C: 
Gifts of works of art and like objects to any 
institution within the State for free exhibition 
are entirely exempt. The exemption of non- 
resident estates is proportionate as the amount 
of the estate in New Mexico bears to total 
value of estate. The inheritance tax statute 
has been interpreted as not being retroactive. 


VIRGINIA 
In Virginia heirs are divided into four 
classes, as follows: Class A: Husband, wife, 


lineal ancestor or lineal descendant. Class B: of classes two and three. 
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Brother, sister, nephew or niece. Class C, all 
others except class D. Class D: Gifts for 
State, municipal, charitable, educational or re- 
ligious purposes in the State, or for the benefit 
of institutions’in State exempt from taxation, 
such gifts to class D heirs being entirely ex- 
empt. The rates of tax in the various groups, 
over exemptions, are as follows: Class A, ex- 
emption, $10,000; tax on excess over exemp- 
tion to $50,000, one per ceht; from $50,000 to 
$100,000, two per cent; from $100,000 to $500,- 
ooo, three per cent; from $500,000 to $1,000,- 
ooo, four per cent; on excess over $1,000,000, 
ten per cent. Class C, exemption $1000, tax 
on excess over exemption to $50,000, five per 
cent; from $50,000 to $100,000, seven per cent; 
from $100,000 to $500,000, nine per cent; from 
$500,000 to $1,000,000, twelve per cent; on ex- 


cess over $1,000,000, fifteen per cent. 


WASHINGTON 


In Washington, legatees are divided into 
three classes: (1) Father, mother, husband, 
wife, lineal descendant, adopted child, and de- 
scendant thereof; (2) brother, sister, uncle, 
aunt, nephew, niece; (3) all others except those 
entirely exempt. Transfers to States or any 
political subdivision thereof for charitable, edu- 
cational or eleemosynary purposes or any de- 


vise or bequest for certain charitable purposes - 


are absolutely exempt. On transfers to father, 
mother, husband, wife, lineal descendant, 
adopted child, or descendant thereof, a single 
exemption of $10,000 is allowed to the class. 
There are no exemptions allowed to members 
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The tax rates are as follows: Class one, on 
excess above $10,000, one per cent on the first 
$50,000; two per cent on the next $50,000; three 
per cent on the next $150,000; five per cent on 
the balance. Class two, three per cent on the 
first $50,000; five per cent on the next $50,000; 
seven per cent on the next $150,000; nine per 
cent on the balance. Class three, six per cent 
on the first $50,000; nine per cent on the next 
$50,000; twelve per cent on the next $150,000; 
fifteen per cent on the balance. 


The above information is taken from bulle- 
tins sent by Prentice-Hall Inheritance Tax 
Service to its subscribers. 
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GAIN AND LOSS EXHIBIT* stockholders, assigned to special funds and added to the surplus account, 


the final items showing the surplus at the end of the year. 

The summary of surplus earnings of ordinary companies shows that 
excess interest over requirements amounted to $82,991,264, the gain from 
mortality was $100,913,034. This is a decided improvement over last year, 
when the heavy losses caused by the influenza epidemic greatly increased 


MORTALITY SAVINGS GREATLY INCREASED : : Oy ee ee 
the mortality rate. Gain from surrendered policies was $8,545,129, and 


Actual Mortality of 150 of the Companies 64.88 Per Cent 
of Expected 


, ; eer there was a loss from loading amounting to $27,764,601. 
Industrial Companies Also Show to Advantage—Gain in Surplus The total insurance savings during the year amounted to $145,816,911, 
During Year which, with $495,801 gain from investment sources and non-admitted 

There are presented herewith the; figures of 165 life insurance com- assets, gives a total of $146,312,712 as the apparent surplus earnings of 
panies for the year 1919, as taken from the gain and loss exhibits filed the year. Distributions against this amount were as follows: $108,897,840 
by them with the several Insurance Departments, compiled in a com- as dividends apportioned for future payment to policyholders ; $23,859,115 
prehensive and concise manner, so that the results of each company to special funds, and $2,647,872 to stockholders for interest and divi- 
may be discovered at a glance. Since the first form of the gain and loss dends. From this it is apparent that the gain in surplus amounted to 
exhibit was authorized by an Insurance Department twenty-four years — $10,907,885. 
ago, this journal has published each year the essential points of the 
exhibits of: the several companies. 

In 1906 the National Convention of Insurance Commissioners author- TABLE OF AGGREGATES | ‘Totals Totals 
ized an annual statement blank for life insurance companies. This blank 150 Cos. 15 Cos. 
contains an elaborate form “for the presentation of the data making up 
the gain and loss exhibit; consequently every company now has to pre- 
pare and file a statement annually with the Departments of the several ee eee Coe and Annuities | 7050099 oaae ine 
States in which it operates. A few Departments print the exhibits in Percentage of Insurance Expenses to Loading 116.24 114.50 
full in their annual reports, others present a brief summary of them, Net Investment Earnings, Including Interest and Profit 
while the majority do not print them at all. Each company’s exhibit is ne eee de SEE LoS a) 1419 
carefully scrutinized, more especially the home. companies, so that any Percentage of (a) to (b) 
tendency to extravagance in management, poor investment returns, or Expected Mortality Cost 230,363,215} 103,789,697 


es ce oe py: Meee ae see Cee Actual Net Mortality 149,406,745 80,179,887 
high mortality, may be promptly discovered and the proper remedies crieaceiok Metin Eccunted teneiies 64.88 57 30 





Div isible Surplus at Beginning of Year | | sion, 938,775 ~ $46,608,460 


4,920,198 
is 928: - 34 
15 


applied. - 
I pl . ; , : , x Reserves Released by Surrender and Lapse 122,846,122 34,068,703 
No company is presented in the series of tabulation following which was Surrender and Lapse Values Allowed 114,300,993] 26,992,373 


a ° Ri 8 Percentage of Reserves Returne S > rs and Lapses 93.08 79 . 2: 
less than five years old on January 1, 1920, or which had under $5,000,000 * °T°ent#8€ of Reserves Returned on Surrenders and Lapses) 40.28 


of insurance i rce. The companies are divided into two groups, one Credits from Other Items 15,706,390 1,446,430 
of insurance in force. The comp : grouf Debits to Other Items 14,617,741| 3,726,079 
including 150 organizations writing ordinary insurance exclusively, or 
italy ¢ 6 obi C 1i 7 Ri ae Re ieeeee tee United Source of Net Gains or Losses— 
chiefly, four of which are Canadian companies operating in the Unitec Gain ot Los iueus Leadine —27,764,601] —15,139,245 
Ste een writing both industrial and ordinary business. Gain or Loss from Mortality +80,956,470] +4-23,609,810 
tates, the other fifteen w ring ot id = sa Gain or Loss from Surrendered and L poner: Policies. ...] +8,545,129) +7,076,330 
The net gains and losses in each item, the totals of which are the Gain or Loss from Surplus Interest. seeccece..| $82,991,264 +18,060, 191 
2 “ , | ; hile tl re Gain or Loss from Other Sources +1,088,649 279,649 
realized gains from insurance sources proper, are shown, while the gains Total Realized Gain 14445°816,911| +: 7 
or losses from changes in security values and non-admitted assets follow. : ee ; nents waa _ sean 
. . ae ‘é Pp a . ) é — 
These latter, added to or deducted from the insurance gains, show the Dividends Applied During the Year 14-308. 897.840] 12,763,498 
: Rae - Special Funds 23,859,115 109,516 
apparent surplus earnings of the year. The remaining items show the Pai tenide toi Stack 2'647,872 361.495 
kee : ‘ eae Ni Increase or Decrease in Surplus +10,907,885| +18,008,496 
S * 5) Cc ee = s i. re x00 5,UUS,4¢% 
distribution of the surplus earnings as apportioned to policyholders and Ineisthle Geuphts ok ad ot Vees sates saaenele 
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PERCENTAGES OF GAIN_ AND LOSS EXHIBIT _FOR TEN SEARS. _ 


PERCENTAGE OF ‘INTEREST EARNED To INTEREST Requiren. 





PERCENTAGE OF INSURANCE ExpEnsEs TO Loapine. 








COMPANIES. 7 | 7 ; 
910. | 1911. | 1912, | 1913. | 1914. | 1915. | 1916. | 1917. | .| 1919. | 1910. | 1911, | 1912. | oa. | 1914. | 1015. | 1916 | 1917. | 1 
| | | | 





| | | | abs 
# tna Life 111.10 | 116.47 | 120.70 ay - 130.95 |135.68] 158.31 | 164.55 | 197.82 | 150.38 | 152.08 | 161.20 | 173.12 | 164.55 | 166.80 163.74 | 166.95 
American Central 4 173.49 | 179.07 | 205.00 205.20} 207.15 | 224.75 | 191.89 | 153.86 | 185.79 | 140.71 | :47.02 | 150.67 | 152.40 -27) 158. 155.23 
Bankers of Nebraska | 114°70 | 10429 | 119.72 | 151.48| 96.36 | 94:30| 93.95] 91.42 | £354 | 105 44 | 160 20 | 160.18 | 159.47 | 155.32 | 164.55 | 166.89 | 171.80) 169.73 | 176.94 
Berkshire "50 | 80.97| 84.06] 87. '86 | 91.97 |103.70| 106.57 | 108.60 | 116.95 | 108.45 | 140.57 | 113.61 | 121.33 | 126.29 | 127.95 '05| 130.79 | 133.84 | 13° 
Canada i 95.90 | 102.24 17 3,95 | 112,08 |117.32| 115.78 113.21 | 157.53 | 144.58 | 148.41 | 159.72 | 168.45 | 171.00 170. 20 | .40) i 181.49 200, 71 
i | 
Central Life, Iowa ---- | 125,34 | 137. 57.52 | 170.40 |162.74 188.02 | 158.48 | 147.39 ---- | 194.60 | 177.13 | 184.86 s 167.15 171.62! 169.35 | 165.73 | 160.05 
Columbian National 8 A x 7 35.50 | 174.54 : 208.41 | 222.35 | 281.80 | 164.20 | 173.56 | 159.02 | 147.82 5 153.68 | 153.17) 149.45 | 152.05 | 146.52 
Connecticut General 32, : "$ 72 | 189.98 |125 87] 152.30 | 165.04 | 198.80 | 190.12 | 144.17 | 148.24 | 148.07 | 148.62 | 155.08 | 15160) 151.72 | 152 39 | 142-01 
Connecticut Mutual 95.61 | 98.3 s 3.6% .68 | 116.32 ; 116.56 | 110.51 122.56 | 130.09 | 78 | 133 27 | 136.46 2.35 | 147.05 | 150.15} 149.90 | 149.95 | 151.44 
Equitable, New York : 78. 42] 79.20) 76. 77.88 s 84, 38 87.08 | 101.13 | 143.25 146. 46 | 146.40 | | 151.46 | 153.60 | 157.64 aaah 162.62 | 159.74 | 160.65 
| | 

Equitable of Towa 125.82 | 110.70 | 115.05 |126.26| 128.98 | 119.06 | 135.96 | 145.14 | 143.09 | 150.74 | 151.45 | 158.20 | 161.86 | 163.52] 153.85 | 155.17 | 150.29 
Fidelity Mutual...-....---- 95°46 2. 88.76 i 96.16 : 97.58 98.09 | 104.99 | 143.40 153.14 | 155.74 | 156.75 9. 166.70 | 169.03) 164.50 | 159.94 | 155.75 
Guardian of America Bt 7.92 | 105.33 .46 .06 | 96.59 : 2.99 | 115.14 | 130.00 | 146.13 | 142.11} 147.09 | 148.90 -50 | 150.83 | 150.40) 151.08 | 153.17 | 150.80 

4 “5 | 103,93 | 104.93 | 106.75 | 101.13 |108.07) 115 83 | 115.82 | 130.50 | 129.24 | 126 95 | 131.18 | 132.38 | 133.49 | 132.22 | 132.75| 137.70 | 13°74 | 138.51 
137.50 | 131.30 | 131.15 | 133.75 |141.33| 148. O2 | 198,88 | 177.59 | 130.18 | 140.17 | 142.38 | 146.36 | 140.65 | 142.77 | 146.90) 151.42 | 157.18 | 158.24 


iauhatian 106.84 | 109.90 | 119.70 | 111.85 |110.21 | 122.24 | 180.65 118.37 | 115.52 | 126.75 | 116.50 | 110.61 | 107.56 | 111.16] 109.12 | 111.00 | 112.62 
Gilet ie 9, gd Beer 130.10 | 114.80 | 138.99 |147.84 | 139.78 | 151.56 | 136.39 | 140.39 | 141.29 | 142.71 | 148.00 | 140.19 | 143.35) 142.82 | 145.58 | 143.06 
ae ene 5:79 | 80.81 | 81.88| 82.60| 86.72| 87. 9.43 | 98.53 | 111.40 | 127.73 | 130.47 | 133.40 | 134.15 | 184.92 | 139.15 | 142-56] 143.37 | 143.72 | 141.76 
Michigan Mutual "80 | 131.18 | 145.33 | 167.45 | 177.60 | 175.8 90} 209.40 | 220.68 | 256.52 | 134.55 | 133.57 | 136.92 | 136.60 | 140.25 | 14248 | 144.59] 144.03 | 144.52 | 145.03 
: “59 | 124.95 | 120.54 | 119.70 | 130.65 | 126.17 |126.56 119.48 | 118.86 22.76 | 144.74 | 149.58 | 154 99 | 162.58 | 168.30 | 173.40 | 179.55| 179.39 174°39 166.00 
| e | ¢ ~~ 

Mutual Benefit 92.19 | 89.42] 85.85] 81.20) 8098] 82. 90.42 | 84.65 | 89.45 | 134.94 | 187.44 | 149.01 | 152.45 | 155.25 | 156 13 | 157.36] 155.63 | 161.65 | 158.28 
ee ee 7-64 | 74.91 | 7674] 78.58| 77.80| 77. 83 84 | 83.63 | 152.54 | 158.38 | 159. 50 | 159.98 | 159.50 | 162.00 | 164.10| 166.31 | 160.96 | 157.23 
ee a a rk “06 | 114:09 | 108.27 | 127:35 | 127. 4,32 151. 6. 155.80 | 128.42 | 136. 146.54 135.85 | 136.55 | 136.43 | 143.06| 14309 | 153.82 | 150.09 

* 35 116 99 | 142.48 | 146.88 | 150.19 | 155.40 | 156.80 | 158.97 | 161.04] 158.57 | 164.94 | 165.01 


National Life c 97.82 | 101.C0} 99.50 ; 9 
| 85.82 | 83.54 | 68 3. 8 q 103.85 | 122.12 .21 | 121.53 | 128.33 | 129.20 | 131.57 134.40} 134.50 133.18 | 141.53 

















New England 2.84 | 83.11 

} 
New York : 65. - 15 | 174.25 | 175.05 | 180.04) 181.72 | 175.81 | 176.01 
North American (Canada)-.- A 117.73 | 117.80 | 129.86 | asl 44 { 1 is 9.30 50 | 180.95 oped 184.82) 186 67 | 189.28 | 184.05 
seorthwestern Mutual i 82. 83 | 79.53 | 76.1% 30 | 7 2 | 143,03 | 147.36 | 148.25 45 | 152.65 | 152.22 | 156.00} 156.15 | 1£6.72 | 156.70 
22.61 | 121.15 | | 116.25 | 112. 52 34, 138.79 70 | 140.50 | 157 rs 159.30) 16561 15994 | 139.51 
5 


111.45 | 125.11 | 122. 7 ee 
108.16 | 108-80 | 102.65 | 106.40 | 114:89 |117. 55) 132.27 | 126.35 | 125.09 | 148.59 | 163.20 | 164.11 | 172/50 | 17.7 | 180.77 | 186.53] 185.79 | 178.38 | 168.06 


nl en| « 9 73.37| 77.84) 87.16 | 161.15 | 166.47 | 171.42 | 
en AB eed Bee 53.47 | 150.19 | 171-11 | 147.37 | 159%: 168.40 | 








73. 
76. 
50. 
27. 
72 


1 
1 
1 
1 
1 


6 
re 























| 
| | 


— : ~ * Including annuities. 
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“The Leading FIRE INSURANCE Co. of America” 
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WM. B. CLARK, President 


One Hundred and One Years of satisfactory 
dealing has developed for this Company its 
splendid reputation and great business 


Losses Paid over 


$183,000,000 
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HOME LIFE INSURANCE CO. 
NEW YORK 
WM. A. MARSHALL, President 
The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 
For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, NEW YORK 











THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 
WICHITA, KANSAS 





Home Offices, 











THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 













New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mar. 








WANTED: PRODUCERS OF GOOD BUSINESS IN 
INDIANA, KENTUCKY, ARKANSAS, ALABAMA, 
FLORIDA AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


INDIANA NATIONAL LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 








FREDERICK RICHADSON, United States Manager 


GENERAL BUILDING : 47" & WALNUT STS. 
PHILADELPHIA 








THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the World 


A ‘*Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 230,000 

The Reserve Fund is more than $13,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 
Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 








WANTED—THREE 


Three General Agency Contracts Open 


Northern Missouri —Iilinois—Pennsylvania 
WRITE 
W. FRANK SMITH, Agency Manager 


AMERICAN NATIONAL ASSURANCE CO. 
St. Louis, Mo. 











“Merchants Life Insurance’ Co. 


Des Moines, Iowa 





Agency opportunities in nineteen 
states 


WM, A. WATTS, President 
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PERCENTAGES OF GAIN AND LOSS EXHIBIT FOR TEN 
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YEARS.—Continued. 


Life Insurance 












































: | 
1918, | 1919. 


| 1911. 


1912. 


| 1913. | 1914. 


PERCENTAGE OF INTEREST EARNED TO 


| 41915. 


INTEREST REQUIRED, 


1916, | 1917. | 1918. 





107.72 | 103.77 
98.29 | 97.00} 103.15 
195.02 | 216.68 | 219.16 | 130.33 | 





116.40 | 126.49 | 


95.83} 83.85 | | 95.01 | 153.40 
112.88 | 117.59 | 130.08 | 135.65 
165.00 | 115.14 | 120.60 | 140,22 | 139.97 
319.93 | 272.85 
147.387}... 


136.98 | 164.77 
2 

137.27 | 127.25 

182, 73 E 181.71 

219. 16 | 119.88 | 126,84 


109.24 | 104.90 | 195.25 | 153,24 | 
311.60 | 346.93 


134.98 | 189.56 | | 172.14 | 144.26 | 


91.60 | 93.34 | 136. 62 | 
y 184.59 | 180.56 | 213.87 | 
155.69 | 150 62 | 147.7 
115.00 | 110.86 | 124. 92 | 

93.40 | 93.24 | 


159.86 | 164.66 | 175.45 | 
137.75 | 143.70 | 
141.09 | 
242.57 


182,12 185.51 
424.20 | 138.88 | 138.93 
113.45 | 18205 | 18298 | 185.72 | 
| 124.61 | 127.19 | 129.61 

133.14 | 127.49 | 


144,51 
142.67 
215.45 
| 150.75 | 


169.14 
163.80 | 
143.35 | 
| 188 50 | 

133.47 


201.65 
139.90 | 
186.15 | 
130.65 | 
125.35 | 


177.50 
150.01 
148.55 
206.65 | 
152.29 


| 171.65 

158.22 | 
| 148.20 
196.25 
| 135.45 


| 203.25 | 
141.15 | 
1£6.75 | 
129.€0 
184.57 | 


174.95 
| 155.55 
147,42 
187.69 
157.49 


173.55 
153.35 
148.78 
203.91 
141,95 


195.49 





178.95) 178.15 | 178,82 


188.75| 189.76 | 177.53 
157 .44| 158.66 | 166.65 


167 .42| 173.01 | 158.44 
161.20) 162.01 | 158, 


126.78| 124.18 | 125.44 





|, ——— 
103,98 | 102.82 


92.02 | 94.91 \1 
5.88 | 99.93 | 106.55 | 1 
| 107.69 | 123.50 | 129.7 
1 
1 


0% 
104.65 | 





65 | 102.39 | 106.31 
106.90 | 106.75 
103.97 | 119.41 | 





116.24 | 147.02 | 





149.70 | 150.84 | 157.84 | 


148,32 | 144.91 
151.50 | 155.07 
136.54 | 139.08 


160.96 | 164.04 | 
142.49 | 141.42 


| 146.15 | 
| 451.71 
139.31 | 
138.85 
165.50 | 


—— 








96.38 | 99.56 


| 107.05 | 114.50 | 140.38 | 


Teuneiae OF senein: TO ExpECTED 


MortTatiry. 


141.24 | 149.41 





149.60 | 149.47 


159,10 | 


| 146,31 

| 147.65 

139.12 | 

| 145.75 | 
164.40 | 

137 85 | 139.90 


| 134,21 


165.00} 165.60 | 163.53 


142.57) 142.72 | 146.39 
146.29) 142.96 | 142.30 
138 .60| 138.39 | 139.30 
157.48) 137.44 | 130.43 
140.17| 140.20 | 133.28 
151.60) 145.79 | 147.67 








| 145.14 








141.00} 140.61 | 133.55 





RESERVES Sereine-e ON SURRENDERS, 














nap of Americ 


Hom 
Illinois Life... 


Manhattan....... eiacunae 
Maryland Life......... 
Massachusetts Mutual 
Michigan Mutual............---- ° 

PUieIgGR PEGEUION: 2 cnc cou dear oe secanecens cacacnunamedaa 


Wasa TIRE oes. ic inncccncseapecwecaesanams 
WERCUAE, SiG ROME mic cckc cddccascnucecaseccseeneus 
National of U. S. of A 
NaHONEE GIGS - -.c02- anc ateeecwcccedausacaducceudedaves 


North American (Can). ...<.00cconcccessccnccenca canunee 
Northwestern Mutual. ........-------2s00 20-022 o--200- 


Provide 0, ONO Pe cacesnases cnscecedencd cascdes aoasdn 
Reliance ....use« ddCecacadnnkanansanmnndsaaveduecadsuce 


Riyal Cimon os si aranwwcsad awaceswunvadanaeman 
Security Life of . Peon adenvecrans ecnseueaeseseesan=s 
Security Mutual, N. 
DE net en et a en a et eer tae 


wit Sameer (Ewin) L cacc ccccta ccsesw ancuawe=ases aeadnwesan 
Tl) eee a eS A Se eR Te SSE 
Union Gantnelese.) 2 aca ye eaaae a nensmenaeeads 


Wallan erngh cc ese adem ne anes taeeeaes 
United States,........----0- Hi, eee aon Chek eo ee 


AVCURSO8 i iss cnc ceccccuawascons ss cussncmcaseevecsscas 


Industrial Companies. 


Beliimaserl tit --- 0-5. 4s0s/caccsccacumndasieswaeammanaa 









| — ai GOES Sie GRE ade cine eM AS IS A PRE nS 
Metropolitan. 


Prudential. __. 


Western & Souther pu cusddamncuds awavaiaadend@aannansce 


PNGIDBOR 6 cess ccccneeae vi neasy panenmadeangencoas 








106,66) 104. 
93.49| $4.83| 85.26) 
| 95.29) 91.69] 91.12 
| $8.66 82.39) 79.49 
| 88, 36 | 89.45 


| gee | me 


| 92.25) re 85.68) 86.04 






















105.45| 89.87 


—A_— 


69.61) 70.92 








104.47|103.91] 





3 to~4 
7 OW 


86.13) a7. 15 


_--— | —--— 








1915 | 1916 


71.96|80.20 
64.32/54 .08 
29.73/35.42 
89.58/69 .02 
77.93|87 .12 


38.02/36 .02 
63.02/46 .29 
69.21/64 .08 
70.51/63 .71 
76.57 |75.96 


33.04 /43.07 
88.95|90.86 
66.62/61.05 
69.46|64.89 
57.41|73.63 


84.58/83.40 
65.02/65 .93 
68.83/64 .74 
71.92|66.04 
70.22|68 .07 


56.37|/62.70 
73.54|75.68 
64.03|63 .07 
65.86/63 .68 
61.88}62.96 


78.42|70.66 
57,37 |88 .CO 
60.31/63 .63 
52.47/57 .46 
65.89/58 .06 


68.82/76 .75 
57.50 
48.87 |50.60 
50.46/51 .74 
60.84/48 .84 


66.87/59 .00 
32.36|58.94 
81.46/81 .42 
55,13|68.20 
66.51|71.36 


73.41/82 .06 
65.54/59 .35 
61.49/61 .22 
59.84/79 .70 
89.82/74 .83 


67.15/67 .60 


October 21, 1920 THE 
PERCENTAGE oF INSURANCE EXPENSES ° TO Loapine. 
COMPANIES. 1910. | 1911, |1912. | 1913. | 1914. | 1915. 
Penn Mutual..... waudenests 79.96 | 82.13 | 92.26) 84.75) 86.60| 93.82 ; 
Phoenix Mutual .........--- 106.62 | 112.59 | 112.99 | 113.85 | 113.45 | 109.42 | 120.93 
Provident L. and T........- 112.63 | 114.28 | 116.69 | 114.49 | 133.81 | 110.31 |117.13 
RGUSGCS <ccucusdcewaascsas= 176.84 | 211.53 | 172.82 | 145.55 | 140.90 | 136.08 |134.10 
Reserve Loan.......--.-.-- 149.05 | 144.24} .... | 154.01 | 175.05 | 179.71 | 133.67 
Royal Union.......--.----- 110.18 | 105.65 | 107.94 | 105.95 | 108.45 | 108.79 | 103.63 
Security Life of America ..| 239.46| -... | 183.09 | 166.50 | 178,02 | 159.10 |184.90 
Security Mutual, N. Y.-..-..-. 140.13 | 129.36 | 128.08 | 136.67 | 145.92 | 148.40 |162.60 
State Life...... eeccceseces= 115.33 | 112.94 | 112.62 | 115.01 | 112.88 | 114.91 |117.75 
State Mutual... <ccaseoss- 79.7 83.50 | 85.09} 87.65) 88.20] 87.64 
Sun Life (Canada).........- 100.05 | 118.36 | 120.26 | 125.85 | 121.15 | 107.94 |110.95 
Travelers .....-.- ecccceena| 177.78 | 183.95 | 200.89 | 221.70 | 212. - 240.45 |280.20 
Union Centraliccccccscocane 91.35 | 95.19 | 99.83; 97.25 | 98.77 | 101.63 |104.65 
Union Mutual......-------- 88.68 | 93.63 | 95.40 | 101.15 | 98.98 | 97.44 | 
Untied Sete nandcadaseass< 118,52 | 186.64 | 146.98 | 144.52 | 137.81 | 177.76 |183.02 
Averages ...-. Rec uiecese 83.20 | 86.00| 91.50 | 92.07 | 92.97 | 93.47 
Industrial Companies. 
Baltimore Life ...........-- 7.92} 96.02 | 90.48 | 106.63 | 93.71 | 100.90 
ohn Hancock ....<sccca<<- 80.17 | 78.85| 75.79} 87.22} 89.68| 90.04 
elle ni RVandaussnucsa' 90.92 | 90.21| 89.70; 93.31 7.20 | 94.82 
Mutual of Baltimore........ 92,23 _.. | SE 7. 96.74 | 106,37 |103.17 
PineentiA ccc cccccacaucece 91.70 | 84.86) 86.97) 95.75| 96.16| 97.1 
Western and Southern.....-. 111.86 | 128.65 {137.30 | 97.85 | 92.20) 97.12 113.17 
RVOLIBES ic sac ceecasea cans 90.34 | 87.44) 88.29 | 94.48 | 96.31 
COMPANIES. ) 
1911 | 1912 
Pea TNs tos don da ankacacaesWaveieeandseetaaoss 66.64| 65.84 
Aer itet Cate oo ocncacenascndannsnsaseaoqennsa=n=<2" 54.93 48.45 
Bankers of Nebraska. ........ 2-22 eocne coecee ---22-=- 31.62) 31.81 
Re FNR Gcc awa cadcuicocanence sascavscsncewarcsaao=maean 2, 4 
Galatta <2. - en deucccaswsusedcaoade neeasascesneseansen= 
Conteal Tile Vo weiincsccccecncccccccdandecccsconnncnescs 
Goliumbbian Dational. -<ccsecnnncus connec caccdsanconses 
(Crmmehtenit GHBEDE <5 coc we dccoccdedsanconedecsene=n= 
Connecticut Mutual-_....... Gésvehawacsenvadesagesaaes 
Ratiitable, INGW YOrk..<.0cs.ceccccancdesascacsesaesssas- 
Equitable CN ee eee eg ee ere eer 
Fidelity Mutual--.. 


2 
—_ 
2 
S 


100.88/99 .20) 





79. 24 |79 .08 
87. 289. 10 
76. 40\76. 92 
79.70|88.49 


= —_—-— 


| S1.ie [82.49 
je 





1917 | 1918 


—— | — 


69.37) 99.61 
49.66/ 103.83 
37.53) 93.66 


62.78} 92.83) 7 
76,64] 99.70 


34.90) 126,15 
51.90) 100,27 


46.73) 107.83 
58.61) $7.25 
70.95} 101.82 


35.62) 96.70 
69,59)117.49 


71.50}109.24 
54.65) 105.9 
58.16] 87.20 


85.75] 107.63 
51.44/115.30 
56.70} 91.29 
75 92) 88.72 
56.76) 99.19 


51.35| 86.67 
71.62| 95.69 
67.44|116 46 
63.66| 84.03 
leh won 
70.82) 94.63 
71,92|110,00 
54.26] 78.11 
53.61 |119.22 
60.25|104.56 


| 
64.75/105.25 
57.22| 98.00 
44,76} 88.16 
58.45|101.86 
68. os 89.58 
79.96/127.47 
72.29|113.92 
71.62)111.88 
65.14] 90.83 
47.27| 84.26 


88.21/113.54 
54.25] 98.16 
56.38| 89.26 
71.05} 80.86 
76.16) 93.38) 


62.66| 95.42| 





104,80/170. 68 


79.37 |126.2: 


94.£6| 84.18] 96. 


_——— | —- — 


64.88/ 90.84 





100.8% 3 - 


69.0% | 


£6.00} 126. ar| 81.48| 53. 40 


76. 63/129. 54 
91. 04) }129,51 


26} 128. 32 





74.62| 59.92 
&4, 14) 19,82 


_—--— | 


77.30 58.13] 6 








1912 


“92, 37 


| 90.42 
- 


91.53 
95.27 


89.97 
85.25 
69.86 


8] 96.56 


90.44 


77.40 
80.52 
94.82 


5C| 938.45) ¢ 
96.32) ¢ 


90.95 


48.79 
69.6) 
60.24 
70.19 
33.75 


04) 64.28 








1914 


92. 1€ 


§3.50 
81.06 
96.10 
94.76 
77.10 


89.9€ 


54.64 
73.03 
71.36 
73.84 
44,3) 


71,95 





1915 | 1916 | 1917 


———— 


92.44/92 .9&| 94.38 
92.82/96.1§| 94.88 
49.94 |60.1( | 50.14 
96.12/95.3& | 95.56 
97.46/91.14} 93.2 


75 68/81.00} 81.8€ 
69.84|72.90| 74.00 
86.34 |86.72| 85.4% 
93.65/93.1&| 93.7 
93.4% |92.74| 91.9% 


86.9& |86.9&| 84.02 
95.41/96.98| 96.0& 
87.90/91.41| 84.35 
9146€ |89.23) 90.03 
90:70 |94.§2| 89.21 


93.€8|93.€0| 94.9€ 
84.72/84 .19) 80.55 
95.52/95.33) 95.82 
91:Q€|92.4€} 95.04 
93.34/93 .4¢| 91.64 


95. &3/96. 04) 96.2% 


92.96/93.12| 92.39 
92.1&|84.14| 85.30 


95.17 |79.59| 98.80 


92.2% |92.91] 93.47 
92.02/90.0C} §6.S2 
84,0£|81.8&| §2.17 
96.74/97 .3€| 96.84 
91.2¢/95.71)| 97.9] 


83.82|85.76| 89.22 
83.75/84 .4€| &5.8€ 
97.02/94 .82| 98.60 
95.7€|97.20} 96.82 
92.01/97.34| 95.17 


92.97/92.17| 92.78| 9 





67.78 |77 .86| 55.72 
£0.6( (80. 13} 81.44 
72. _ 72.€0| 72.4& 
9/71.62) 71.99 
53 .5€| 47.0€ 


73.81/71.7¢| 71,66 























+ Exclusive of increase or decrease in market value. 
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Horaesdent = Naz etarycTreasurer ||| Tue PENINSULAR CASUALTY INSURANCE CO, 


FIRE Home Office— BAY CITY, MICHIGAN 
RE#«INSURANCE Authorized Capital $250,000.00 


Now writing—Accident and Health Insurance, Live Stock. 


NORWEGIAN ATLAS INS. CO., Lid. Commencing January Ist, will write General Casualty Lines, 


including Automobile. 
Attractive Agency Proposition in Michigan, and will soon enter 


WEMPLE & COMPANY, Inc. adjoining States. 


15 William Street Colon C. Lillie, Lowry Vahey, Harmon J. Wells, 
President. Managing Underwriter, Secretary and 
New York New York General Maden 

















Stability with Fraternity 


Federated Fire Re-insurance Co. THE FRATERNAL AID UNION 











Authorized Capital $1,000,000.00 A Fraternal Beneficlary Association that Issues 
Sahn $00. “a 
pean anne Cente Assets of Two Million Dollars Operating in Thirty-eight States 
Home Office SOMETHING DIFFERENT 
nee bnew City, Some V.A. ee en LAWRENCE, KANSAS 























& 


if you can write Ordinary and Industrial THE RIDGELY 


business in an exceptional field, under a pro-| | PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


ki i eatin al Sickness and Accident Insurance 
offices, all making exceptiona FOR ODD FELLOWS ONLY 


incidentally green=-backs, address (in strict 


gressive live-wire manager, who controls five 





re n, Ohio. Surplus to Protect Policy-Holders = = = $241,214.11 
apeaee to-pee) ne as CON Deposited With Massachusetts State Treasurer, $100,000.00 














GEORGE WASHINGTON LIFE INSURANCE CO. 
Charleston, W. Va. 


The popularity of our SPECIAL CONTRACTS such 
as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 
MONTHLY INCOME COUPON BOND POLICIES, mean 





SUCCESS to wide awake Insurance Salesmen. 
We also write TOTAL DISABILITY which provides THE KANSAS LIFE 
for Waiver of Premium and Monthly Income and a clean INSURANCE COMPANY 


cut DOUBLE INDEMNITY BENEFIT. 
Just at present we have a few attractive Agency 
openings in the State of OHIO. For particulars address: TOPEKA 


C. B. BEAUMONT, State Manager : 
2205 East 83rd St., Cleveland, Ohio JOHN H. EDWARDS, President 





























A. M. BURTON, President H. B. FOLK, Secretary 


LIFE AND CASUALTY INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance Life — Health — 
Accident. Pays Fifty Weeks Indemnity— 
Ordinary and Industrial Straight Life Insurance 


Home Office - - - - . . ° Nashville, Tennessee 
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CONSTRUCTIVE WORK 


National Association of Life Under- 
writers Is Active 





PRESIDENT THORP OUTLINES CAM- 
PAIGN 





Central Idea is Co-operative Underwriting 
—Standard Programs are Suggested 

President Orville Thorpe of the National 
\ssociation of Life Underwriters has initiated 
the activities of the National Association and 
the various local associations for the ensuing 
year, which will radiate from the central idea 
of “Co-operative Underwriting.” <A letter has 
heen mailed to the president of each local asso- 
ciation, together with a copy of a suggested 
standard program for the following ten 
months’ work. Mr. Thorp emphasizes the 
need of citizens of this country for life in- 
surance in greatly increased amounts, and the 
plan of the National Association is to coordi- 
nate all agencies looking to the development of 
the business, and produce the greatest possible 
effectiveness in behalf of legal reserve life in- 
surance service for the American people. He 
asks the assistance of all life underwriters and 
insurance journals in the bringing of this 
about. - 

In his letter to association presidents, he ad- 
vises them that the standard program has re- 
ceived the earnest consideration of a large 
group of the most successful underwriters in 
the nation, and was specifically prepared with 
the thought of concentrating the association 
work this year around the general theme of 
“Co-operative Underwriting.” He recommends 
that executive committees and program com- 
inittees work together in mapping out the year’s 
activities, and that a chairman for each meet- 
ing be selected at least three months in ad- 
vance, so that there will be ample time to 
secure the best results. In order to realize this 
ideal, he states that the monthly meetings 
must be made enthusiastically interesting, so 
that every member will have a keen desire to 
attend. Among other things, one-day sales 
congresses are advocated for each association 
center throughout the country. 

The standard program recommended is as 
follows: 

I.—OCTOBER MEETING 


1. Report of delegates to the national convention. 
2. Announcement by local officers of activities 


planned for coming year. 
II—NOVEMBER MEETING 


Main topic: Salesmanship and Service in Life 
Underwriting. 
Sub topic: 


Sub topic: 
III—DECEMBER MEETING 

Main topic: The Permanency of Estates. 

If possible secure the judge of the Probate Court 
to speak on this, giving data from the records of his 
office, thus lending local color to the topic. 

Plans for Selling Income Insurance. 
Successful Selling Talks on Income In- 


Plans for Securing City Prospects. 
Plans for Securing Rural Prospects. 


Sub topic: 

Sub topic: 
surance. 

IV.—JANUARY MEETING 

Main topic: Life Insurance a Promoter of Thrift. 

Sub topic: The Percentage of Income Necessary 
to Invest in Life Insurance. 

1. To provide for old age of the insured. 

2. To provide for beneficiaries. 





V.—FEBRUARY 


Systematic 


MEETING 


Main topic: Production the Key to 
Success. 


Specific Plans for Systematic Work. 
VI.—MARCH 


Insurance and Credit 


Sub topic: 
MEETING 
Main topic: from a Banker’s 
Standpoint. 
Sub topic: 
Insurance. 


Successful Methods 
(Short talk from 
either on announced assignments or from the floor, in 


in Placing Business 
two or more members 
the latter case making sure in advance of the meet- 


ing of several responses.) 
VII—APRIL MEETING 
Main topic:. Methods in Closing Business. 


Sub topic: Successful closing stggestions. 


VIII—MAY MEETING 


Main topic: Insurance to Provide for Inheritance 
Taxes. 
Sub topic: 


for Bequests. 


The Use of Life Insurance to Provide 
IX.—JUNE 
The 


Promoting 


MEETING 
His 


Americanism 


and 
Good 


Duties 
and 


Main Underwriter, 

Opportunities in 

Citizenship. 
This meeting should be 


topic: 


planned with special care, 


and wherever possible should be made more or less 
of a public affair. 

X.—JULY MEETING 
If advisable, a dinner, or 


Evening meeting: if not, 


an evening meeting, an outing or a picnic may be 
arranged. 
This 


activities with a program suitable to the occasion. 


should be a social event, closing the year’s 


SOUTHWESTERN LIFE OF DALLAS 


Excellent Report Covering Examination 
by Texas Department 

The Southwestern Life Insurance Company 
of Dallas had $61,668,311 of insurance in force 
aside from group insurance at the close of busi- 
ness on December 31, 1919, according to an ex- 
amination by the Texas Department of Insur- 
ance and Banking. The 
a period from September 30, 1918, to December 
The company was incorporated and 


examination covers 
31, 1919. 
began business in 1903, with $1c0,000 capital 
and $r0,000 paid in surplus. The capital stock 
now is $500,000 and surplus $507,565. Total 
income for 1919 was $2,709,031. Admitted as- 
sets total $7,071,740, and liabilities, except capi- 
tal, $6,064,174. 

The report shows that for the year 1918 the 
ccmpany issued and paid for nearly $10,000,000 
of business, and at the close of that year there 
were $46,937,846 of ordinary business, exclud- 
ing group insurance, in force. 

The records and experience of the company 
show that it has a valuable, selected class of 
business. In addition to ordinary insurance in 
force, the company had $3,366,689 of group in- 
surance in force at the close of 1918, and this 
amount has increased to nearly five and one- 
half millions by the end of 1919. The company 
charges rates approximately equal to those 
charged by other companies doing this class of 
Lusiness. When a policy is issued to an em- 
ployer whose employees are engaged in hazard- 
ous occupations a flat extra rate is charged for 
the hazard assumed. Group insurance has not 
proved very profitable to the company on ac- 
count of the influenza epidemic. The records 
show, however, that a relatively good profit 
would have been realized if there had not been 
The ratio of actual to 
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Icsses from influenza. 


expected mortality for the first nine months of 
1918 was approximately thirty-four per cent, 
while that of the whole year was approximately 
Although this was a high 
mortality, it is considerably less than the ex- 


ninety-nine per cent. 


perience of many other companies of approxi- 
mately the same age and size for the correspond- 
ing period. The mortality experience for 1919 
Was approximately sixty-one per cent of ex- 
pected. The records and files show that settle- 
ment of death claims is given prompt and care- 
ful attention, 
settlement of 


company. 


and where there is any delay in 
a claim it is not the fault of the 


It is declared by Examiner Mims that “the 
success the company has made speaks highly 
the 
ciearly shows that the officers of the company 
Each 


for the efficiency of management, and 
have been alive to their respective duties. 
officer is a capable and experienced man in his 
field of service.” 

The home office building of the company is 
the only real estate owned. The building is a 
sixteen-story fireproof steel structure, situated 
in Dallas, Tex., the lot and building being ap- 
praised at $1,250,000, and earned over six per 
cent net in IQTQ. 

President Bigger is Honored 

During the recent absence of President A. C. 
Bigger, of the American Life 
Company of Dallas, Tex., the home office staff 


Reinsurance 


prepared a surprise for him on the occasion of 
his birthday, which occurred on October 6. 
Life companies which have been ceding busi- 
ness to the American sent so many complimen- 
tary reinsurance applications that those marked 
total of $548,620. 


messages 


“Bigger Day” reached a 
Many congratulatory 


by Mr, Bigger. 


were received 


New Record in South 

The Jefferson Standard Life has broken all 
records for the production of life insurance in 
any Southern State by writing $5,265,750 of 
life insurance in North Carolina in one month, 
that of September. A total of $10,513,130 was 
written by the company during the month so 
that the North Carolina staff beat out the entire 
field outside that State. 


D. I. German Displays Qualities of Leader- 


ship 
The Springfield, Ill, Life Underwriters 
Association has resumed with October its 


regular monthly meetings. Although the first 
meeting of the fall season was not largely at- 
tended, it nevertheless was one of the best the 
association has ever held. The new president, 
D. I. German, being a man of force as well as 
of constructive and progressive ideas, the plat- 
form submitted and the program outlined for 
the ensuing year, both of which were unani- 
mously endorsed, are certain to be the beginning 
of bigger and better things for the association. 
Much enthusiasm was shown and. many valu- 
able suggestions were brought out in the short 
talks by those present. It was plain from the 
beginning that Mr. German’s leadership and 
punch had started something, and best of all, 
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Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of <olumbia, West Virginia, Ohio and Delaware 


President 

Vice President 

2nd Vice President (Agency Supervisor) 
Secretary . ° 

Actuary 


_ Main Office, 216 f4th Sto] N.W.,WASHINGTON, D.C. 


. HENRY P. BLAIR 
JOSEPH SANDERS 
WILLIAM A. BENNETT 
. ALLEN C. CLARK 
GITBERT A. CLARK 





This Company is now Licensed in 16 States as follows: 


California Maryland Ohie 

Indiana Massachusetts Pennsylvania 

lowa Michigan South Carolina 
_ Kentucky New Jersey Texas 

Louisiana New York Wisconsin 


_. These states represent a tremendous territory, 
in the aggregate, and embrace a large share of the 
country’s population. 

AGENTS ARE DESIRED 
in communities where the Peninsular Fire is not 
already represented. 

The company offers excellent facilities for 
writing the lines usuaily covered by a fire insur- 
ance institution, including a special plan for in- 
suring farm risks. 


THE PENINSULAR FIRE INSURANCE Cy. of AMERICA 


GRAND RAPIDS, MICH 
COLON C. LILLIE, Pres. J. FLOYD IRISH, Secy. and Managig Underwriter 

















IN KANSAS 


F. S. Jackson, Pres. F. P. Netzger, Sec. 


AMERICAN HOME LIFE INSURANCE CO., 


TOPEKA, KANSAS. 


District Managers and good producers wanted. 





‘‘Keep Southern Money at Home’”’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘“‘The Best Company In Dixie” and We 
Will Grow Together. 


E, C. HINDS, President 





Address—F. P. METZGER, Agency Director. 


(Ctton On States 


LIFE INSURANCE CO-menenis, 














GROW T:H 
Ist Half 1919 | Ist Half 1920 


$500,000 | $800,000 
INCREASE 60% 


Provident Agents Share This Prosperity 


THE PROVIDENT 
LIFE AND ACCIDENT INSURANCE CO. 
of CHATTANOOGA TENNESSEE 


Premium Income Premium Income 








AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract will be given the right man. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 


(857=—=The Oldest Life Iasurance Company in the West==1920 


e e tc 
St. Louis Mutual Lite 
Insurance Company 
ST. LOUIS, MO. 
Its splendid record makes its Liberal and Up-to-date Life and 
Endowment Policies easy to sell, 


Live Agents Wanted in Unoccupied Territory 
Addr-ss inquiries to the Home Office, St. Louis, Mo. 


LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 








Authorized Capital and Surplus 
$2,000,000 


Enters the Insurance Field 














$6,000.00 — $12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.00 





Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 





Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company 


W. T. GRANT, Vice=-Pres, KANSAS CITY, MO. 








Industrial Life and Health 


Insurance Company 
Home Office: 502-511 Austell Bldg., Atlanta, Ga. 


Insures men, women, and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week, 


JOHN N. McEACHERN, President 
R. H. DORBS, 1st Vice-President 
S. C. McEACHERN, 2nd Vice-President 
~ I. M. SHEFFIELD, Secretary 
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that every member of the association was with 
him, and would remain with him to the finish. 

The other officers of the association are: 
DeWitt Montgomery, vice-president; H. B. 
Leslie, second vice-president; J. D. Looney, 
secretary and treasurer, 


National Reserve Life, Topeka 


The National Reserve Life Insurance Com- 
pany of Topeka is the latest entrant into the 
field in Kansas. The company has just been 
granted a charter to begin business, and is now 
completing its organization. It has a capital of 

225,000, and is to write insurance upon a legal 
reserve basis, using the three per cent Ameri- 
can Mortality Tables. 

The officers of the company are: President, 
George G: Moore, Topeka; vice-presidents, 
George Kreeck, Lawrence, Kan.; J, H. Mercer, 
Bazaar, Kan.; secretary, O. B. Jeffries, To- 
peka; treasurer, J. H. Lee, Topeka. 

Mr. Moore is the general agent for the 
Guardian Life for Kansas. The company has 
a plan of organization used considerably in 
Kansas during recent months whereby each 
policyholder becomes a stockholder in the com- 
pany by the earnings of the policy paying for 
a certain amount of stock. 


St. Joseph Life Insurance Company 

As of September 30, 1920, the balance sheet 
of the St. Joseph Life Insurance Company of 
St. Joseph, Mo., shows assets aggregating 
$878,000 and a capital stock of $100,000. On the 
same date the company’s insurance account 
showed $10,295,105 of insurance in force, with 
reinsurance in force amounting to $979,030. 
During the first nine months of the current 
year the premiums amounted to nearly $320,000, 
or some $37,000 more than in the entire year 
1910. 

The principal officers of the St. Joseph Life 
who have been so successful in building up the 
company in the last seven years are: A, L. 
McPherson, president; Walter W. Read, vice- 
president, and H. E. McPherson, vice-president 
and secretary. 


American National of Galveston 

The fifteenth annual convention of the 
American National Insurance Company of 
Galveston, Tex., is reported to be the best 
the company has ever held, according to mem- 
bers in attendance. The company now has 
more than $120,000,000 insurance in force, the 
increase made during the first eight months 
of the present year being greater than the 
amount made during the whole of 1919. When 
it is stated that the increase during that year 
was $26,000,000, the record becomes the more 
remarkable. 


George Washington Life’s Convention 

The $100,000 League convention of the 
George Washington Life of Charleston, W. 
Va., was held last week and was a noteworthy 
event in the company’s history. A fine pro- 
gram had been prepared and was carried 


through, to the enjoyment and profit of all con- 
cerned. 


NORTH AMERICA BUYS 


Merchant Marine House Sold by 
C. P. Stewart 





BEST LOCATION IN MARINE DISTRICT 


Has Been Objective of Much Curiosity— 
F. B. Hall & Co. to Remain 

Announcement was made last week of the 
sale of the Merchant Marine House at Beaver 
and South William streets. This property was 
formerly occupied by the Merchant Marine 
Insurance Company of which C. P. Stewart 
was president. The Insurance Company of 
North America was the purchaser. The sale 
was made through the Charles F. Noyes Com- 
pany and was a cash transaction. F. B. Hall 
& Co. will retain its lease of the floors it occu- 
pies. 

The building was built by Delmonico for a 
restaurant and was famous as such for many 
years. Its interior is well adapted, however, 
for office purposes. It has a frontage of about 
seventy feet on Beaver street and about 145 
feet on South William street, and is thus in 
the heart of the marine insurance and shipping 
district as well as close to the financial center. 
The Cotton Exchange is only across the street, 
the Kerr Steamship building is near by, as is 
also Chubb & Sons, McGee & Co. and Appleton 
& Cox. The Consolidated Exchange is but a 
short block away and the curb market and 
Stock Exchange are but little further. Stand- 
ing as it does at the junction of three streets. 
its entrance juts out into the little square so 
as to compel the attention of the passer-by. 

The Insurance Company of North America 
is represented in this city by Platt & Fuller for 
marine insurance and Darby, Hooper & Mc- 
Daniel for fire insurance. 





Question in Marine Insurance 

Owing to the congestion to shipping and 
cargo at Yokohama and other Oriental ports, 
steamers having to discharge their cargo out- 
side harbor breakwaters, an important question 
has recently arisen as to whether the marine 
insurance companies concerned shall accept 
risks attaching to such loading or unloading 
operations. Marine underwriters 
take the ground that as policies are written on 
the strength of the custom that cargo is to be 
loaded and unloaded within harbor limits they 
are not responsible for damages caused from 
loading or unloading operations outside the 
harbor. The companies have, however, de- 
cided to cover such risks if the owners of 
cargoes or others concerned apply for insur- 
ance and pay an additional premium of 12.5 
yen per 100 yen. In Yokohama and Kobe 
cargo is left in lighters for a considerable time, 
For such cargo in- 


insurance 


owing to port conditions. 
surance policies are of no value unless a spe- 
cial agreement is made. They have arranged, 
however, to cover risks with the understanding 
that for several days from the discharge of 
cargo from steamers ordinary insurance poli- 
cies hold good, but that for another seven days 
and for any further succession of a similar 
number of days the policyholders must pay an 
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additional premium of not less than 6.25 yen 
in Yokohama, and not less than 7.5 in Kobe. 
In view of the approach of the stormy season, 
it is expected that the marine insurance com- 
panies will raise these rates. 


COMPULSORY HEALTH INSURANCE 


Pennsylvania Chamber of Commerce Passes 
Resolution Condemning It 


The Pennsylvania State Chamber of Com- 
merce at a recent meeting adopted the follow- 
ing resolution opposing compulsory health in- 
surance: : 


_ Whereas, the agitation in behalf of the adop- 
tion of a State compulsory health insurance 
law has led to the appointment of a legislative 
commission to study the subject and make a 
report at the coming session of the legislature, 
and 

Whereas, the Pennsylvania State Chamber 
of Commerce has made an exhaustive study 
of the subject, the report of which has been 
published, which furnishes convincing evidence 
of the unwisdom of such legislation, therefore 
be it ; 

Resolved, that the Pennsylvania State Cham- 
ber of Commerce, in convention assembled, is 
of opinion that there is no general demand 
for the enactment of such legislation, and no 
useful purpose would be served by it. 


The report on the investigation made by the 
Pennsylvania State Chamber of Commerce is 
one of the most valuable of the kind yet pub- 
lished. The investigation was made from an 
entirely non-political standpoint and candidly 
set forth the economic conditions which had 
led to the agitation in favor of compulsory 
State health insurance. The report prophesied 
that State health insurance would be an im- 
portant political issue before the Pennsylvania 
General Assembly in 1921. It included an ex- 
haustive examination of European systems and 
a résumé of recommendations made by Amer- 
ican State Commissions. 

Although no State has yet adopted State in- 
surance, a number have investigated it and 
ahout half the commissions have reported for 
the Government insurance idea, and the rest 
against. The California Commission favored 
State health insurance, but the people on refer- 
endum opposed it about two to one. 

In addition to the Pennsylvania State Cham- 
ber of Commerce, the physicians’ organizations 
of the State, as well as the Insurance Feder- 
ation of Pennsylvania, have interested them- 
selves in the matter, and it is expected that the 
Pennsylvania Health Insurance Commission 
when it reports will not favor the compulsory 
health insurance idea, but will favor plans for 
the greater conservation of health and preven- 
tion of sickness. 


To Revise Auto Rates in Texas 


The State Fire Insurance Commission has 
postponed to November 15 the hearing which 
was to have been held on October 15, on pro- 
posed reduction on insurance rates in a num- 
ber of classes, which also includes the pro- 
posed adoption of a schedule of rates on atto- 
mobiles and certain revisions and amendments 
and a certain schedule applying to cotton gins. 
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Why not take an Agency with 
a medium sized conservative 
American Company? 


Capital Stock - $750,000.00 
Reserves - - 4,500,000.00 
Total Assets - 5,500,000.00 


Insurance in Force 45,000,000.00 


Inter-Southern Life 
Insurance Company 


JAMES R. DUFFIN, President 
LOUISVILLE, KENTUCKY 




















37,005 PEOPLE 


wrote to us last year and asked for an illustration of 
our “Income for Life’? at their age. This valuable 
lead service explains why our 1919 business showed 
a gain of 81 per cent. 


The Fidelity operates in 40 states. Full level net 
premium reserve basis. Insurance in force over 
$173,000,000. Faithfully serving insurers since 1878. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 
PHILADELPHIA 


WALTER LE MAR TALBOT, President 














“As strong as a lion,—and 
as clean as a hound’s tooth’’ 


THE LION BONDING AND 
SURETY COMPANY 


OMAHA 


With capital and surplus of nearly seven hundred 
thousand dollars, and with assets that are absolutely 
sound, the management of the Lion have confidence 
in the growth of the- institution. 
Agency Connection, 


Write us for an 


E. R. GURNEY, President 








ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are uriting at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 














THE ARGUMENT OF RESULTS 


Show any open-minded person—needing Life Insurance—what the Great-West Life 
Assurance Company is doing for its | olicyholders, and the arguments of RESULTS 
will usually win. 

What these results mean to the Agent only the Agent knows! 

There are unusual opportunities for competent canvassers in the Great-West organi- 
zation at the present time. Information on request. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office = Winnipeg 








PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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MORE 


than a mere promise to 
pay in the event of loss 


REINSURANCE 


is a pledge of co=-opera= 
tion. 


We help solve a surpris= 
ing number of problems 
for our REINSURED, 
as a part of the SERVICE 


EMPLOYERS 
INDEMNITY 
CORPORATION 


Kansas City 


NEW YORK 
35 Nassau Street 


CHICAGO 
Insurance Exchange 

















COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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Insurance Federation of New York Extend- 
ing its Urganization 

Stanley L. Otis, executive secretary of the 
Insurance Federation of the State of New 
York, has just returned from an extended trip, 
having organized St. Lawrence, Lewis and 
Putnam counties and augmented the commit- 
tees of Jefferson, Orange and Westchester 
counties. The county committees are now as 
tollows: 
St. LAWRENCE County: 

E. C. J. Smith, Ogdensburg, chairman. 

Thomas Dinneen, Ogdensburg. 

E. J. Lancto, Ogdensburg. 

J. C. Andrews, Massena. 

R. R. Conroy, Hammond. 

Fred W. Rodgers, Potsdam. 

Byron J. Carpenter, Gouverneur. 

E. M. Woodward, DeKalb Junction. 

Karl K. Drew, Norwood. 

C. Y. Fullington, Canton. 

Geo. N. Risley, Hermon. 

N. V. Donald, Morristown. 

L. H. Harder, Brier Hill. 

Harrison A. Rogers, Norfolk. 
Lewis County: 

L. M. Toussaint, Lowville, chairman. 

W. F. Patten, Lowville. 

Fredlin Nortz, Croghan. 

Geo. C. Cannon, Lyons Falls. 

W. S. Hart, Turin. 
Jerrerson County: 

A. T. Matthews, Watertown, chairman. 

E. Y. Mosher, Watertown. 

O. R. Owens, Watertown. 

Charles E. Marsh, Antwerp. 

J. K. Sinclair, Adams. 

k. J. Griffin, Carthage. 

James K. Wolrodt, Theresa. 

H. G. Kabel, Redwood. 


lr. J. Coolidge, Philadelphia. 
C. J. Sweet, Black River. 
ORANGE County: 


David A. Osborn, Newburgh, chairman 
S. C. Goodrich, Newburgh. 
E. E. Conkling, Middletown. 
Archibald Taylor, Middletown. 
Frederick D. Fowler, Port Jervis. 
John C. Farnum, Port Jervis. 
A. V. D. Wallace, Goshen. 
Vincent C. Van Duzer, Warwick. 
IF. B. Brooks, Monroe. 
Geo. W. Ball, Chester. 
William Weed, Florida. 

PutnaM County: 
A. P. Budd, Brewster, chairman 
J. G. Southard, Cold Spring. 
Samuel C. Cornish, Carmel. 
Wm. O. Taylor, Patterson. 

WESTCHESTER County: r 
Alfred C. Bechet, Yonkers, chairman. 
George H. Warren, Yonkers. 
F. H. Ripley, White Plains. 
H. K. Morrell, White Plains. 
H. A. Cornell, Jr., Ossining. 
Benjamin B. Riley, Tuckahoe. 
Irving M. Austin, Port Chester. 
Harry E. Colwell, New Rochelle. 
Alfred J. Mason, Peekskill. 
L. H. Miller, Katonah. 





Casualty and Surety Tournament 

Tlie Casualty and Surety Club of New York 
held its annual fall golf tournament at the 
Canoe Brook Country Club, Summit, N. J. 
Following the tourney a dinner was held at 
which A. Duncan Reid presided. The prizes 
all went to ZEtna men or AZtna guests. E. H. 
Morrill, Jr.. was in charge of arrangements. 





Accident and Indemnity Company of Har‘- 


—The 
ford is licensed to transact business in the Province 


of B:-€., 


Canada. 
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Casualty, Surety. Etc. 





Business Integrity 


isimportant when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims. 

Our Company offers attractive 
reinsurance in connecti.n with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Automobile or Burglary Risks 
backed by an excellent reputation 
for Integrity in its business deal- 
ings. 


AMERICAN 
REINSURANCE CO. 
HANOVER BANK BUILDING 





Compensation to Parents for Son’s Death 


It is expected that the Utah State Supreme 
Court will have to finally decide just what de- 
gree of dependency can be claimed by parents 
of a deceased employee when the former are 
apparently maintaining themselves in an ordi- 
nary station of life, with some luxuries. 

The State Industrial Commissioners, by a 
majority vote, have rendered a decision order- 
ing the Ogden city corporation to pay $1440 in 
weekly instalments of $14.96 to the parents of 
Albert Smalley, an Ogden policeman who died 
from injuries received in the execution of his 
duty as a motorcycle officer. Smalley is said 
to have paid his parents $10 a week for board 
and room whilst living at home and when 
spending only half his time at home only half 
this sum. It was declared that the father had 
a prosperous jewelry business and owned his 
own home. 


Good Times in Insurance World 
A. W. Hogue, general field supervisor of the 
Business Men’s Accident. Association, Kansas 
City, writes: 


The last few weeks I have had a-desire to 
set out into the field and personally ascertain 
just what effect, if any,'the lowering of prices 
on most commodities and the changing busi- 
ness would have. on insurance business. | 
spent four days of last week in the field, which 
gave me an opportunity to interview quite a 
number of business men engaged in a great 
many different lines. 

Insurance salesmen are certainly the favored 
few under any and all conditions. Because 
of the very fact that the insurance market is 
not a fluctuating one. the salesman is not con- 
fronted with that difficult problem of convine- 
ing his prospect that prices are not going to be 
lower and that it is safe to buy now. Salesmen 
selling practically every other line are having 
to contend with just such a condition. How- 
ever, the lowering of prices on living com- 
nodities is having just the opposite effect on 
insurance. T have never known the business 
men to be in a more receptive mood to be in- 
terviewed on insurance, or more ready and 
willing to submit their application than right 
at the present time. 
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Agency Wants 


Actuarial 


Actuarial 














HELP WANTED 


Can you train men to produce accident 
and health insurance? Give your record 
and remuneration expected. 


James A. Ross, New Orleans, La. 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 








FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 


Telephone Walnut 3761 














Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford  National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 


J. H. NITCHIE 


ACTUARY 
19 SOUTH LA SALLE STREET 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 














NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, Mer. ROCHESTER 





Telephone. State 4992 = CHICAGO 256 BROADWAY ae Soe 

PAUL L. WOOLSTON W. R. HALLIDAY 
INSURANCE EXAMINER, CONSULTING 

ACTUARY AND ACCOUNTANT ACTUARY 

MAJESTIC BLDG., DENVER, COL. INSURANCE EXCHANGE CHICAGO 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 














SOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansnr Bidg., Indianapolis, Ind. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 




















J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 

Temporary money advanced on strictly private 

arrangements. 

All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


Kraft Building Des Moines, lowa 256 BROADWAY NEW YORK 
JULIAN C. HARVEY T. J. MCCOMB 
CONSULTING 
ACTUARY CONSULTING ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 








Colcord Bldg., OKLAHOMA CITY, OKLA. 

















E. F. JANSSENS 


Agent d’Assurances 
et de Reassurances 


Anvers 


Bruxelles 
2 Courte rue des Claires 


28 rue St Michel 


JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 




















Actuarial 


T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 

















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 








A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 
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ABB LANDIS, Actuary 


To January Ist, 1920, Mr. Landis 
has been employed by 204 of the old- 
est and largest Fraternal Societiesin 
the United States and Canada, to 
compute rates of contribution, to 
make valuations, to report on read- 
justments, to prepare forms of certifi- 
cates, to write constitutions and to 
give technical advice. Long experi- 
ence in Fraternal work and technical 
knowledge of insurance and law give 
a superior value to his services. He 
has dealt with every phase of the busi- 
ness to the satisfaction of clients. 
NASHVILLE TENNESSEE 
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Miscellaneous Insurance 











Insurance Lawyers 








IRELAND 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 
fast, Ireland. Refer to Equitable Life, Mutual Life, New 
York Life, Metropolitan, Actua Life, John Hancock Mutual, 
Illinois Life, Boston Mutual and American Consu. at Bel- 
fast. Cables: McIldowie, Belfast. 








Insurance Examiners and Adjusters 























ON THE PERSONAL SIDE 




















BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 
Phone Rector 8591-538-652 


INSURANCE ADJUSTERS 





Claim Investigations Appraisements (Auto Damage) 
Claim Acjustments Adjustments (Aero Claims) 
Auto Subrogation Claims 

















LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 
Adjuster for Casualty Companies 
1110 Mutual Bldg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TERRITORY: 


Virginia and North Carolina 

















Company Representation Wanted 








A PORTO RICO 


firm, conversant with the insurance 
business, is seeking the representation of 
a reliable American Insurance Company 
desiring to canvass that territory, which 
offers an ample field for developing the 
business—preferably one which writes 
both fire and marine risks. 


Address P. O. Box 307, San Juan, 
Porto Rico. 








NDIA—EAST AFRICA—A large and 

important firmof MERCHANTS, with 
valuable connections in BOMBAY, 
UNITED PROVINCES and _ other 
parts of India, and also established in 
East Africa, is prepared to take up a 
representative AGENCY for first-class 
Insurance Companies, transacting FIRE, 
ACCIDENT, LIFE and MARINE busi- 
ness. The firm is extending its Insurance 
Department in Bombay, and is in a posi- 
tion to offer valuable facilities to anyone 
desirous of increasing its business in 
[India and East Africa.—Write, Box 9900, 
Post Magazine Office, 9St. AndrewStreet, 
Holborn Circus, London, E. C. 4, England, 











William N, 
Home of New York, celebrated his sixty-second 
birthday anniversary this week, and was_ the 


sament, general adjuster for the 


recipient of many congratulations. 

U. E. Guerrini, assistant manger of the Dela- 
ware Underwriters of the Westchester lire 
of New York, at Philadelphia, has resigned to 
go with the American Foreign Insurance Asso- 
ciation, 

Edward H. White has been appointed execu- 
tive special agent for the United States branch 
of the London and Scottish, of which H. H. 
Kelsey is manager. Mr. White was formerly 
connected with the City of New York Insur- 
ance Company. 

Edward T. Thistle was last week elected an 
assistant secretary of the Norwich Union In- 
demnity. He was formerly superintendent of 
the plate glass and burglary departments, hav- 
ing served in that capacity since the company 
began business about a year ago. 

Fred J. Breen, chief clerk of the Nationa! 
Board of Fire Underwriters, has returned from 
a two weeks’ fishing trip along the New Jersey 
coast. Mr. Breen says he had a good time and 
caught lots of crabs, anyhow. 

Horace Wemple of Wemple & Co. had better 
luck on a week-end trip in the same region a 
short time ago. He was nearly drowned in a 
successful attempt to land the largest weakfish 
caught in the vicinity for several seasons. The 
fish weighed sixteen pounds. Mr. Wemple is 
rather proud of his success, and is having a life- 
size drawing made of the fish to hang in his 
office. Several members of the staff were with 
him at the time and a considerable catch was 
made by the party. 

John H. Nolan of 
agent with a phenomenal record, was given a 
dinner at the Farmington Country Club by the 
officers and directors of the company on the 
occasion of his fiftieth year with the company. 
fle was presented with a magnificent solid 
gold loving cup. Mr. Nolan never placed a 
policy except in the Travelers and was famed 
President Butler 
“It was wonder- 


Chicago, a Travelers 


for his selection of risks. 

remarked at the dinner that: 
ful how he was able to hand a life policy to a 
tan and guarantee him a long life.” He is one 
of the largest stockholders of the company as 
well as one of the largest producers. 

Oscar E. Johnson, president of the Southern 
Ifome Insurance Company of Charleston, S. C., 
celebrated his fiftieth anniversary in insurance 
recently. Mr. Johnson entered a Charleston 
agency in 1870, and has been actively engaged 
in the business ever since. Previous to or- 
ganizing the Southern Home he was a member 
of the firm of Ravenel, Johnson & Robertson. 
When the Southern Home was organized in 
igtt, Mr. Johnson was elected president, which 
office he still retains. A luncheon in his honor 
was served in the offices of the company by 
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the employees. Later the Charleston directors 
of the company presented him with a large 
solid silver bowl bearing the inscription, “Oscar 
FE. Johnson, from the directors of the Southern 
Company, September | 28, 


Liome Insurance 


1920.” 


Insurance Man Running for Legislature in 
Missouri 

Harry E, McPherson, vice-president and sec- 
retary of the St. Joseph Life Insurance Com- 
pany of St. Joseph, Mo., is running for the 
State Legislature from the first Missouri dis- 
trict on the Republican ticket. Captain Mc- 
Pherson’s personal popularity and ‘his two 
years’ overseas service in France and Ger- 
many, together with a normally Republican dis- 
trict, practically assures his election. His broad 
insurance experience, and the business experi- 
ence gained as an officer in handling armistice 
details and matters connected with abandoned 
materials in Coblenz, Germany, as well as in 
Camp Stewart, Old Point Comfort, where he 
was in charge of the construction division be- 
fore going overseas, together with his experi- 
ence in his own vast farming interests, makes 
Mr. McPherson a very desirable man for the 
position which his party has selected him to 
fill in the legislature, and will enable him to 
help protect the interests of insurance com- 
panies and policyholders. If elected he will 
certainly be open to any suggestions as to 
legislation that will be of benefit to the policy- 
holders as well as the companies. 

If more men of Mr. McPherson’s type were 
elected to State legislatures there would be 
small necessity for the continual fight to pro- 
tect policyholders from hostile legislation. 


Frank N. Smith With American of Newark 

Frank N. Smith has resigned the office of 
vice-president oif the local agency firm of 
Tibbets, Prince & Ripley, Inc., at White Plains, 
N. Y., to take a position with the American of 
Newark as special agent in the New York 
suburban territory. Mr. Smith is well qualified 
to render efficient and intelligent service, hav- 
ing had seventeen vears’ experience in field, 
adjusting, brokerage and local agency work. 
He will assume his new duties at once. H. 
Denny, who formerly supervised this territory, 
will now devote his entire time and attention 
to the State of New Jersey. 


Marcus Gunn Opens Actuarial Office 

Marcus Gunn, for several years associated 
with Frank J. Haight, consulting actuary, has 
opened a consulting actuarial office at 29 South 
LaSalle street, Chicago. Mr. Gunn, who is a 
University of Michigan actuary and a Fellow 
of the American Institute of Actuaries, has 
made a broad acquaintance and reputation as 
an examiner and actuarial adviser of life insur- 
ance companies. He is moving his family to 
Lake Forest, Ill. 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


JANUARY, 1, 1919 


Reserve for Unearned Premiums..................ee000- $996,557.81 

SRMIET MMTUEBOD Sie: Goiniowinlas ious sieca aes os asaonawe se 242,981.13 

thc Detabncknndnennknee dens Kcaak $250,000.00 

PLEATED ics owiew sie a s'leu sie eine wiossiale So's 956,350,28 

Surplus to Policyholders ..............ccccccecees 1,206,350.28 
Total Assets.............. $2,445,889.22 


WM. H. PALMER, President W.H. McCARTHY, Secretary 


National Diberty 
FJusurance Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 
; Statement, January 1, 1920. 
Aa ACA sisson. iso oS aie arenes uae ws av 2.0 CRIED OO OBDNO0 








I a in ni6:t:vins 50 00 0s $e as ae 2006 os se oe es «cot ee 
Liabilities including Capital................... 7,638,598 .39 
eee 
Surplus to Policy Holders....... ...22. 4,109,647.98 


| HEAD OFFICE: 
709=717 Sixth Avenue, Cor. 4 Ist Street, New York. 








A FEDERAL INSTITUTION 


The Masonic Mutual 
Life Association 


OF THE DISTRICT OF COLUMBIA 
Chartered by Special Act of Congress March 3, 1869 


h ity of the Old Line. Surrender Values, and Special 
The ssonuaay af the Fraternal. Advantages not found elsewhere, 


Select work, with big returns to high class representatives. For terms and territory 








write to 
WM. MONTGOMERY, President and General Manager 
1621 H Street, N. W. Washington, D. C. 


Reauired by the laws of the United States to maintain the legal reserve on every policy. c 


GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 









































cL. A. CRAIG, President N. H. WHITE, 3rd Vice-President 


W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C. R. CLEMENTS Secretary and Treasurer 


The National Life and Accident Ins. Co. 


OF NASHVILLE, TENN. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$450.090.00 Deposited with Treasurer of Tennessee} 





GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
Two good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. | 


Address West Virginia, care of THe SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 














RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 


INCORPORATED 1833 


FIRE, AUTOMOBILE, EXPLOSION, RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 


UNITED STATES BRANCH 
January 1, 1920 





SG Re ee ee ee re $2,297,350. 46 
vier Gelvcntawedher taweneuds 1,517,850.59 
EE RE OL Ee er ere $779,499 . 87 


W. B. MEIKLE, President and Generai Manager. 





“GRAND RAPIDS LABEL CO. 


FOR FOLDER 
SHOWING ELABORATE DISPLAY 























American National Insurance Company 
of Galveston, Texas 
W.L. MOODY, JR., President 


Fifteenth Annual Statement, December 31, 1919 





ASSETS 
Real Estate Owned..... dasera ale ela\eler iio Sreotaisntes siete si elas sssrelel er etele $884,324.41 
Mortgage Loans, First Liens...... gece ec eeseees awit ev clasecavers 3,091,830.79 
Loans Made to Policy Holders on Company’s Policies.......... 651,057.17 
“ay ie Fe etn ae CR rte retro 1,589,468.02 
Collateral Loans... ...--2-sseecesecscscccccccccccrecscesee 32,600.00 
Nort IRIE EM NOLIN Cr oo: 5 610)%'0:'5]0 (6 4.0/0:0 0:4: elaln.e,aieie 9) sc0 aig: oes 46,679.22 
WGacsln NSN E AIC gogo. ats oo 59 ornceie clo in sreie nici wie 6 elbie «sin ie asi sosiee 690,373.70 
Interest Due and Accrued......... feeloierasraiescreroiarsiatelavehe er satin 157,631.02 
Net Deferred and Uncollected Premiums................0005. 168,995.02 a 
FOES OS a ee ne nance ir crc rntor 2,827.02 = 
$7,315,786.37 
LIABILITIES 
Net Reserve American Experience 3 and 3)4 per cent.......... $5,743,808.08 
Special and Contingent Reserve...........seseeeeeeeeeeeeeee 226,521.59 
Death Losses in Process of Adjustment................0. eee 52,029.75 
WAR rp eierce GUN CTO 55 .o) cis'aixic. o.oo e.c/ 370 asrinisce aisle oi snave cy cieinten Bea 100,120.13 
Capital Stock... ..ccccccecccccccscccccrcccececs $250,000.00 
PSCC EE UIIGS 0.6) 0-0 6: 5:510\ ou e 0s)eipre ess :¥iere oie sig «ere eie 185,842.40 
Surplus..........-.-- oo reteset 0e es vassrevccnes 757,464.42 
Surplus Security to Policy Holders. ...........-sssseeeeeeees 1,193,306.82 oe 
: $7,315,786.37 
Life Insurance in Force, $101,632,847.00 
Paid Policy Holders, $7,175,570.00 


a **Anchor to the Anico’”’ E 


For Further Particulars Write to: 


C. S. Hutchings, Actuary and Agency Mgr., Ordinary Department. 
W. J. Shaw, Secretary and Mgr., Industria! Genastinunt 
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WE BELIEVE THAT TO AN AGENT WHO DE- 
LIVERS THE GOODS, A MOST LIBERAL COM- 
MISSION IS A CLEAR CUT APPRECIATION. 


WE TAKE PRIDE IN PROMPT AND EFFI- 
CIENT SERVICE TO POLICY HOLDER AND 
AGENT. 


GULF COAST LIFE INSURANCE COMPANY 


Gulfport, Mississippi 





SECURITY MUTUAL 


LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. 
DAVID S. DICKENSON, President 


Offers good territory and a liberal 
contract to reliable men of ability. 
For particulars address— 


C. H. JACKSON, 


Superintendent of Agencies 














INTERNATIONAL LIFE & 
TRUST COMPANY 


GENERAL OFFICES, MOLINE, ILL. 


An “Old Line” Legal Reserve Company, Issuing all the 
Standard Forms of Policies. Exceptional Opportu- 
nities for Live Men. 


J. O. LAUGMAN 
President 


A. JOHNSON 
Sec. & Med. Dir, 











Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, © SHREVEPORT, LA. 




















EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in 
. the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 


Thos. F. Daly, President DENVER, COLORADO 











SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to seil our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 

Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building, Gary, Indiana. + 
Wilbur Wynant, President. 











The Fraternal Protective Association 


12-20 Pemberton Square 
BOSTON, MASS. 


Sickness and Accident Insurance for Odd Fellows Only 











FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817 Incorporated March 27, 1820 
Charter Perpetual 

Camitan ss 33 cxscaduavcdsataccaenends $1,000,000.00 

UMMM dh :cin avowed Na acid nan cede deena 13,481,581.02 

Reserve and other Liabilities........ 8,881,957.78 

I III es oe kre are. 3c wal en natalia 3,599,623.24 

4,599,623.24 


Surplus to{Policy Holders........... 
E. C. IRVIN, President. 7 
J. W. COCHRAN, Vice-President 
JNO. B. MORTON, 2d Vice-President. : 
M. C. GARRIGUES, Secretary and Treasurer 
R. N. KELLY. JR., Assistant Secretary. 








Service of Quality to Policyholderg 
Contracts of Superiority to Representatives 





Have two 


Write for information relative to open territory. 
= —< agencies with business established where change is 
esired, 











GREAT SOUTHERN LIFE 
INSURANCE COMPANY 


Houston — Dallas 


Texas 


TEXAS HUNDRED MILLION 
DOLLAR COMPANY 


O.S. CARLTON, President, Houston, Texas 
E. P. GREENWOOD, Vice=President, Dallas, Texas 
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SAFETY for 
THE WIDOW’S MONEY 


Through The, 


a MONTHLY 
INCOME 
PLAN 





A brilliant presentation of 
the Monthly Income Policy 
is just off the press and is 
ready to supply to those 
-desiring a powerful aid to 
the sale of this great busi- 
ness-building policy, now 
just coming into its own. 





Printed attractively as an 
8-page leaflet, vest-pocket 
size. 














A Sample Will Convince You 
Send For It. 









The Insurance Field Company 


INCORPORATED 


P. O. Box 617 Louisville, Ky 


















TWO BOOKS BY WILLIAM ALEXANDER 


What the Author says about these Books 


1. WHAT LIFE INSURANCE IS AND WHAT IT DOES 


“The agent who wants to serve the public and who wishes 
to be a convincing and successful salesman must know of 
his own knowledge that life insurance rests on a scientific 
foundation as steadfast as the everlasting hills. Conse- 
quently every insurance salesman should read a primer such 
as this which deals with fundamental principles.” 


2. HOW TO SELL INSURANCE—(Just Published) 


“This is a practical guide to the insurance salesman. It 
is no more important than the other book, but it will prove 
more entertaining and profitable, as the effort has been to 
embody in it all the hints about canvassing that the agent 
will need in his work in the field.” 











WHAT LIFE INSURANCE IS AND WHAT IT DOES 
Price per copy bound in cloth, $1.50 





HOW TO SELL INSURANCE 
Price per copy bound in cloth, $2.00 





Liberal discounts are allowed on both of these books sold 
in quantities. 


PUBLISHED BY 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 








IT IS VITALLY IMPORTANT 


as a salesman of Commercial Accident and Health Dis- 
ability policies that you learn more about Continental In- 
come Protection forms—the forms that sell and stay sold, 
backed by the greatest Accident and Health Insurance 
organization in America. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. Alexander, Pres. 


General Offices: Chicago, U.S. A. 
Canadian Head Offices: Toronto, Ontario 


= 











United States 
Fidelity & Guaranty 


Company 
BALTIMORE, MD. 


Home Office Bidg., Calvert, German and Mercer St 








JOHN R, BLAND, President 








CAPITAL, PAID IN CASH. ...$4,500,000.00 


INE sis uses se veiseraaeecesauranGal $3,979, 763.87 
I os oninv stains nreeedseaxnnueseuinaven 19,527,428.74  $23,507,192.01 
TOTAL CAPITAL, SURPLUS AND RESERVES -:+++-+++:++++- $28,007, 192.61 





Fire Casualty Life 
RE-INSURANCES 


WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 











THE SIGN OF GOOD CASUALTY INSURANCE 








LIABILITY BURGLARY 

ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 

COMPENSATION GENERAL LIABILITY 

Established‘ se K yee 05") 

LONDON GUARANTEE & ACCIDENT CO., Ltd. °Enc'a" 

Head Office: CHICAGO, ILL. F. W. LAWSON, Gereral Manager 





F. J. WALTERS, Resident Manager, 55 John Street, New York. 
STOKES, PACKARD, HAUGHTON & SMITH, : 

Resident Managers 434 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO.. Resident Managers 145 Milk Street, Boston, Mass. 











American Indemnity Company 


Home Office, - Galveston, Texas ‘ 
Cash Capital $600,000 - Assets, Over $2,000,000 





This company was examined by the New York Insuran 2 
Department as of June 30th, roro. 
The examiners in part stated: 


¢ 








“RESERVE FOR LOSSES. The company’s estimates 
covering the classes of insurance it writes were found to be very 
conservative and ample provision has been made to meet this 
liability.” 





Responsible Agents Wanted Where not Represented. = 
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October 21, 1920 THE SPECTATOR 




















Service Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 
33 Broad Street, Boston 


Dwight & Hilles, Resident Mgrs. for N. Y. State, 56 Malden Lane, N.Y. 





JUST OUT: 
Farmer’s Special Disability,Policy; 
New Accident Policy; 
New Semi-Commercial Policy. 


Besides: 

Nurse Special; Teacher’s Special; 

Business Women’s Special Policies. ’ 
oO policies are built to fit the occupation. That’s why they are easily 
sold. 


Full particulars on request. 


INTER-OCEAN CASUALTY COMPANY 


J. W. Scherr, President. W. G. Alpaugh, Secretary. 
CINCINNATI, OHIO 


























Attention, Insurance Men! 





A progressive insurance company recently licensed in 
Virginia, and having over 600 prominent stockholders 
throughout the State, has some excellent openings for 
ambitious insurance men who are anxious to secure 
General Agents’ or District Agency contracts. Good 
leads furnished and every assistance given to develop 
territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick 


seller. . 
All anseers treated with confidence. 


Address L-438, care of THE SPECTATOR, 
P. 0. Box 1117, New York City, N.Y. 
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CEDAR =9N =) to 


LIFE INSURANCE CoO.| 


CONTRACTS 

TERRITORY 

COMPANY] 
: "FOR GOOD MEN | 


CBRoobsins, Pres. CB Svaboda,. ‘Secy. _ 


HOME OFFICE : CEDAR RAPIDS, IOWA. 
ht aa 4 pa 








INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 
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ssociation 
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PURE LIFE 
INSURANCE 
PROTECTION 











ANP RaTOINe 3 $100,000,000 
aa INTERNATIONAL LIFE 


INTERNATIONAL LIFE PUTS 
MORE THAN THREE YEARS’ 
GROWTH INTO ONE YEAR 
BY INCREASING INSUR- 
ANCE IN FORCE ABOUT 
33%% DURING 1919 


Closing the calendar year of 1919 with 

insurance in force $101,967,853.00 

($100,437,000 on paid for basis) as com- 

pared with about $77,000,000 of insurance 

in force December 31, 1918, the Interna- 

tional Life has disclosed by its tenth 

annual statement that it has become a 

one hundred million dollar company in 

’ about ten years by increasing its outstand- 
ing insurance by about thirty-three and 

Home Office one-third per cent. in one year. 


COMPARATIVE STATEMENT OF GAINS 
Dec. 31,1919 Dec. 31, 1918 Gain Per cent. 
Total Insur- 


ance in Force$101,967,853. 00 $77,042,499.00 $24,925,354.00 32 per cent 
Total Admitte 
13,261,727.40 11,593,728.40  1,667,999.00 14 per cent 
Total Premium 
Income....  3,414,125.21 2,655,494.37 758,630.84 28 per cent 


Reserve for 
Policyholders 11,801,265.46 10,233,325.43 1,567,940.03 15 per cent 


Surplus to Pol- 
icyholders.. 776,875.10 652,605.99 124,273.11 19 per cent 
Progressive management coupled with an attractive group of policy con- 
tracts gives to prospective policyholders and to agents a great opportunity 
to grow up with and enjoy the- benefits of a ‘“‘Company of Today With 
Methods of Tomorrow.” 


INTERNATIONAL LIFE OF ST. LOUIS 





























THE SPECTATOR 
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INSURANCE IN FORCE - OVER $48,000,000.00 
YOU ARE WORKING FOR COMMISSIONS SELL POLICIES PROVIDING REAL PROTECTION 


Our policies pay Double for Accidental Death 
For Total Disability—a yearly income 

No premiums payable during total disability 
No deductions at death for disability payments. 


For territory North or South Carolina—address Woods & Woody, Managers, Greensboro, N. Carolina 
For territory in other states, address 


Reserve Loan Life Insurance Company '*%2222* 
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